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FOR THIS JUNE’S 185,000 BRIDES! 














7OU'RE giving silver to a bride?— give anything less than the very best of 


how fortunate for both of you! For, silverplate—since the best now costs so — 
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FROM LITTLE PURSES GROW ! 


The price of this finest silverplate 


is the lowest in 15 years ! 


this June, a little money makes a big little. Your silverware merchant will be © 


showing on the gift table! The very glad to show you gift pieces (each in a 
finest of silverplate—1847 Rogers Bros. charming new gift case)— some pieces for 
—at the lowest prices in fifteen years! as little as 75 cents 

For generations of Junes, 1847 Rogers 
Bros.—genuine original Rogers silver- 
plate —has meant quality. This June it 
means quantity as well! No need to 


1847 ROGERS 


4 PRODUCT OF THE INTERNATIONAL SILVER compe 
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+ tional Silver Company— 
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185,000 brides are predicted 
for this June. This page ad- 
vertisement, in full color, will 
appear just at the moment 
when all their friends are try- 


ing to think of suitable gifts. 


It tells these people (people 
whose purses are definitely 
open) how they can give this 
year’s brides more generous 
gifts than ever before . . . by 
coming into your store for 
1847 Rogers Bros. Silverware. 
It tells this impressive story 
in leading magazines to over 


5 million families. 


These are solid reasons why 
this advertisement will be an 


effective sales help for you. 
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MEN‘S JEWELRY 























A wide selection 
in our complete 
stock of— 


DRESS SETS 
LINKS 

POCKET KNIVES 
SCARF RETAINERS 
COLLAR HOLDERS 
RINGS 


a 











—not a mere accessory 


—a positive NECESSITY 


which no well-dressed man 


will be without 


LARTER 


Jewelry for men leads and has led for 
years. 


©Smartness, style, unusual design — the 
demand of the discriminating. 


@ Quality, workmanship, good weight— 
the hall-mark of excellence. 


e@ Moderately priced, and complete range 
of prices in all lines. 


Smartly-styled, properly-priced 
jewelry—a source of pride to 
the wearer 


AS ESSENTIAL AS GOOD SILVER TO THE 
SMART HOSTESS — QUALITY JEWELRY 
TO THE WELL-GROOMED MAN 


LARTER & SONS 





























88 PARKHURST ST. 





NEWARK, N. J. 
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SPEAKING OF THE JEWELRY TRADE «4 4 4 


dd 

"Feeapdie jewel 
robberies in one section of Manhattan 
involving a loss of over a million dol- 
lars within a period of a few months 
point to something besides the thieves,” 
said a recent editorial in the New 
York W orld-Telegram. ‘The ‘fence’ 
is the man in the background who 
makes this kind of crime profitable, 
and ‘fences’ are often active instiga- 
tors, organizers and promoters of rob- 
beries. The thief is sometimes caught 


WE WANT 
HIM / A: 


a 





but the ‘fence’ almost never. Yet the 
‘fence’ is the worse of the two—for 
it is he who maintains crime on the 
level of a trade and so spreads temp- 
tation. 

“Remember, however, the ‘fence’ 
clique is nationwide. Stolen goods are 
often transported big distances before 
they are sold. That is why suppres- 
sion of the ‘fence’ becomes a national 
problem.” 


4 ¢ 4 


ad 

; ore throughout 
the country have plenty of time to 
read your paper at present,” said A. L. 
Terwilliger of the Philip H. Stevens 
Co., Inc., Hartford, Conn. “Certain- 
ly, in my experience there has never 
been a time when it is as needed as 
now to act as a balance, by using its 
pages as an influence to keep the 
jeweler’s feet on the ground and pre- 
vent him from going off on a tangent. 
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“When business is very bad, many 
merchants lose their normal good 
judgment, and do things in the way 
of merchandising which, in normal 
times, they would never think of 
stooping to. 

“In our opinion, it is a crime to 
make or buy a platinum mounting 
with ten small diamonds in it for $20 
—such as are being offered today. 
Certainly the word ‘precious’ is being 
separated from both metal and stone. 
The ambition of most manufacturers, 
as well as retailers, seems to be to sell 
an article for $1 or $2 less than the 
other fellow—and they have com- 
pletely forgotten such phrases as 
‘beautiful design,’ ‘fine workmanship,’ 
‘artistic,’ etc., which came so free- 
ly from their lips five years ago. 

“Similarly with the silver question 
—when silver is sold by the ounce in 





a retail store, that store will be the 
department store where appreciation 
of its artistic value is lost.” 
Incidentally, it should be remarked, 
the Philip H. Stevens Co.’s adver- 
tising is the most progressive and ef- 
fective that is being done in the in- 
dustry and is based on the idea of 
comparing values and not price. 


q¢ ¢@ 


Kings crowns may 
not “come down” in the same manner 
that they did in the olden days, yet 
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they still come down, according to re- 
ports from England which indicate 
the interest of the people over the Im- 
perial Crown which the king wears 
on state occasions and which has just 
been restored to the Jewel House at 
the Tower of London after having 
been taken to pieces by court jewel- 
ers, the mounting reshaped and the 
stones reset. According to Sir George 
Younghusband, Keeper of the Jewel 
House, the Crown, which was made 
for Queen Victoria in 1838, had sunk 
in the course of nearly a century, and 
was so insecure that it was not cer- 





tain whether it would keep its shape 
when worn. Every one of the 3000 
jewels in the Crown has been cleaned 
in the process, and the framework 
had had new gold added to it to en- 
able it to bear the weight of the jewels 
without sinking again. The Crown is 
now one inch taller than before it was 
taken away. 


q¢ 4 


iL the course of 
an article in The Manheimer Watch- 
man Arthur Manheimer, Chicago, 
president of the company that bears 
his name, pleads for a little consid- 
eration of the wholesalers’ selling 
problems, saying: 

“Everybody wants the wholesaler 
to buy—even during a period of de- 








pression—and when he does, he’s a 
good fellow and very popular with 
the manufacturers. He is also popu- 
lar with the retailer because the lat- 
ter likes the idea of being able to call 
on the wholesaler for some watch and 
jewelry item that is unusual, and be 
sure that the wholesaler has it in 
stock. The difficulty arises when the 
wholesaler wants to sell. No two of 





his friends can agree on how or to 
whom he should sell. The retailer, of 
course, is urging him not to sell the 
department stores, the mail order 
house or the sub-jobber. The mail 
order house and sub-jobbers are urg- 
ing him nat to sell too cheap to the 
retailer so their reduced catalog price 
will look better. The manufacturers 
give the wholesaler much unsolicited 
advice as to whom he should sell and 
how. If the wholesaler were to listen 
to all these people and try to please 
them all, he would not sell anyone. 

. . We are, however, getting more 
scientific methods in the field of eco- 
nomics, and it is not at all improb- 
able that this difficult problem will 
be solved within the next few years. 
In the meantime, I think I speak for 
all progressive wholesalers when I say 
we are doing our level best to please 
you all.” 


om the 


annual convention at Washington, 
D. C., May 2, President Arthur J. 
Sundlun of the Maryland, Delaware 
and District of Columbia Jewelers’ 
Association, devoted the major part 
of his address to a sharp criticism of 
conditions which have existed in the 
watch trade, the result of which he 
declared had been: 

“1. The complete collapse of watch 
price maintenance, with the conse- 
quent great reduction in the unit sale 
in the jewelry store. 

“2. The opening of a new avenue 
of watch distribution — department 
stores which never sold watches and 
which took over the sale of them be- 
cause they saw the opportunity of 
‘cashing in’ on nationally advertised 
merchandise at slaughter. 


“3. The consequent loss of this im- 
mediate business to the jeweler who 
could not afford to compete in adver- 
tising expenditures with the depart- 
ment store. 

“4, The loss by the jeweler of po- 
tential watch sales at regular prices 
for some time to come because of this 
newly created and forced absorption.” 

He also criticized the acts of cer- 
tain wholesalers who, he declared, 
boxed the discontinued watches sim- 
ilarly to the package originally dis- 
tributed by the manufacturer, using 
a price far above the actual value of 
the watch. In fact, these prices, he 
said, were exorbitant and considera- 
bly greater than the actual factory 
prices. These watches, he said, were 
sold to department stores which never 
handled watches and never had a 
jewelry department and to men not 
knowing values. 








A MISTAKE TO DABBLE 
IN CHEAPNESS 





NOT- HOW CHEAP? 
BUT - 


& How GOOD ? 





“Whenever | dabble in cheap merchandise 
| find I’ve made a mistake,” writes a Mid- 
Western merchant. “No more am |! inter- 
ested in how cheap an article is. What | 
want to know is how good it is.” 

Thousands of other merchants are thinking 
along this same line. They know their public, 
and their public is all fed up on “crap” mer- 
chandise. This is one of several reasons why 
| am hopeful regarding the near future. 


» OE ta 
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Denkig of the 


difficulty that the police have in trac- 
ing stolen jewelry, Lieut. Michael 
Alcock, director of the Pawnshop De- 
tail in Chicago, said: “You will be 
amazed to learn how many citizens 
fail to help us by keeping a record of 
the numbers of their watches. From 
75 to 80 per cent of the persons whose 
watches are stolen and pawned have 
kept no such record. Some even can- 
not tell us the make of the watch 
and some even can’t remember the 
inscription on it. Few, if any, can 
give us a proper description of an ar- 
ticle of jewelry or a watch though 
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they may have carried it for twenty 
years. You will hardly believe it, but 
even jewelers often fail to take such 
precautions as keeping such numbers 
and descriptions as will help in trac- 
ing the lost or stolen property.” 


4+ ¢ 4 
The lack of 


authority of the various works of eti- 
quette has often been deplored by the 
public, but jewelers find this partic- 
ularly annoying in regard to matters 
that relate to the use of the articles 
that their industry supplies. In speak- 
ing of this one prominent Detroit 
jeweler said: 

“In looking through some of these 
works on etiquette recently, we found 
questions in our own line answered 
in the most preposterous manner. For 
instance, in no less than three books 
are authorities for recommending that 
tissues be taken owt of invitations be- 
fore mailing, whereas the engravers 
of the country are united in the stand 
that under no circumstances can a 





LET’S WRITE A 
Book. 


@ 2 NEW 








properly made engraved invitation be 
mailed without tissue. It is true that 
a printed or power press job can go 
without tissues and arrive in fair con- 
dition but genuine engraving never. 

“There are other various minor de- 
tails which are in no way covered in 
these books, such as, the propriety of 
a gentleman using engraved station- 
ery or even an address die for his for- 
mal personal correspondence. ‘These 
questions are either not covered or 
else are covered erroneously. Is it not 
time that some organization among 
the jewelers or silver people under- 
took to revise and bring up to date 
the entire subject of etiquette in the 
use of jewelry, silverware and en- 
graving?” 


[., a bulletin 
addressed to members of the Ohio Re- 
tail Jewelers’ Association, Raymond 
Hay, president of the association, 
takes occasion to chide jewelers who 
are not taking advantage of selling 
opportunities. 

“Tt is now a policy of your com- 
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petitor, the oriental rug salesman,” 
says Mr. Hay, “to give his talks be- 
fore women’s clubs. He explains the 
history and origin of the different 
types of rugs, pointing out why one is 
more valuable than another—and the 
women eat it up. 

“Their money is thrown on the 
floor, while tables reflect silverware 
that neither matches nor harmonizes 
with the period suggested by other 
home furnishings. It is your own 
fault that this condition exists. You 
have been sitting while the other fel- 
low has been out SELLING. 

“By not taking advantage of your 
opportunities you have not only cur- 
tailed sales in your own store, but 
you have actually HELPED the car 
dealer, rug salesmen, radio and elec- 
trical salesmen.” 


a 


The following story 
of an unfortunate watchmaker was 
told during the discussions of the 
Horological Institute at Washing- 
ton, May 10. It seems that a watch- 
maker was very much discouraged at 
the cut in salary but his wife cheered 
him up and he was able to go along 
joyfully until the second cut. But 
here again he was cheered by his help- 
mate until the third arrived. This, he 
felt, was the last straw, and that he 
could stand no others, but he con- 


IT MEANS THE 
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tinued at his work. Recently, how- 
ever, he came home in such a de- 
pressed state that his family was 
frightened. “What,” said the watch- 
maker’s wife, “it isn’t possible that 
your salary has been cut again?” “Far 
worse,” responded the watchmaker, 
“the firm has taken me into partner- 
ship.” 


[., concluding 
his address before the recent Jewel- 
ers’ Convention at Washington, D. 
C., W. H. Fowlie, New York mana- 
ger of the Elgin National Watch Co., 
said that the general manager of one 
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of the country’s largest manufactur- 
ing industries was recently asked: 

“Now, when do you expect the 
business of 1929 to return?” 

The answer was straight to the 
point: 

“We're not expecting. We've 
stopped that line of thinking. Our 
eyes are fixed on 1932, on the prob- 
lem of getting as much and as profit- 
able business as we can in this cur- 
rent year. 

‘““There’s no use asking me when I 
expect the business of 1929 to return. 
If it comes—fine; but it won’t find 
me sitting at my desk waiting for 
. 

“That is the way business is feel- 
ing and thinking and acting these 
days,” said Mr. Fowlie, ‘‘and in that 
state of mind and that line of action 
lies one of the best promises of a re- 
turn of better business.” 
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Lining a 


conference of leading merchants in 
New York last month all seemed to 
agree that price warfare must cease, 
and that an aggressive campaign to 


> 


restore quality and value conscious- 
ness and confidence be undertaken at 
once. Said one: 

“There is still purchasing power, 
plenty of it, to start business forward 
again. 

“But this forward movement can- 
not start until manufacturers and re- 
tailers cease committing hari-kari and 
return once again to a sane and profit- 
able plan of figuring goods at a profit. 

“The public is still able to pay a 
fair price, so why not ask it.” 
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Frederick D. Corley, 
vice-president and retail merchandise 
manager of Marshall Field & Com- 
pany, gives a message to merchants 
everywhere: 

“During the past three years the 
‘price appeal’ has had innings of 
amazing proportions. Half a century 
of public education toward the appre- 
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ciation of quality merchandise has 
been ‘raided’ by the price-cutter, who 
throws quality merchandise on the 
counter at less than the cost of man- 
ufacture, or who throws lower qual- 
ity merchandise in to meet the over- 
stimulated demand for lower prices. 
“We shall continue to sell mer- 
chandise as cheaply as possible, con- 
sistent with a fair profit—we owe 
that much to the public. But that 





does not mean that we should try to 
satisfy a customer with a $2 item 
when she should really pay $10 and 
get something better. Let us not be 
a ‘bear’ on the American standard of 
living.” 


4 ¢ 4 


Ettective as has 


been the work of the jewelers’ special 
tax committee and the cooperation it 
has been given by the retailers by the 
retailers of the United States work- 
ing through the American National 
Retail Jewelers Association, never- 
theless, everybody in our trade must 
keep on the gui vive to jump into the 
fight again, for it is not yet ended no 
matter what action the Senate may 
take upon the tax bill. In calling at- 
tention to the fact that a special 
jewelry tax may be restored by the 
action of the conference committee 
before the bill is finally passed, a let- 
ter sent out to the members and 
officers of the American National Re- 
tail Jewelers Association by Charles 
T. Evans, the national secretary, 
said: 

“So your job is not yet completed 
and you must be ready to respond to 
telegraphic requests for action from 
Chairman Niemeyer of the Special 
Committee on Taxation of the Jewel- 
ry Industry or the national secretary’s 
office. 

“Tt looks now as though the jewelry 
business would win out in its fight to 
stay in business. That’s all we ask— 
a fair chance. 

“Letters of appreciation to those 
Senators and Congressmen entitled to 
receive them would be entirely proper 
but include a reiteration of your need 
for such consideration.” 





























Above—Corner of the ‘Silver for Summer 
Hospitality” display arranged on the sec- 
ond floor of the house of Black, Starr & 
Frost-Gorham, Inc., New York jewelers. 


Right—A central view of the display, 
showing how silver may be applied to 
summer entertaining. 


On the opposite page is shown an informal 
luncheon setting with iced tea service on 
the side table. This illustration shows how 
the jeweler may develop displays featur- 
ing the use of silver for outdoor dining. 

















SUMMER 


Tie approach of the 


summer months offers many silver selling opportunities 
appealing to those who prepare for their summer program 
of entertainment with as much attention and care for 
detail as for the regular winter season. ‘There are 
numerous articles which the smart hostess will require 
for summer hospitality. These include luncheon silver. 
ware, salad bowls, beverage sets, shakers, punch bowls, 
ice tubs, coasters, trays, corkscrews, bottle openers and 
bon bon dishes. ' 

There are a number of ways of making the public 
conscious of the importance of proper silver service for 
this type of entertaining. One large retail institution 
chose to dramatize the various functions of silver by 
building an entire garden setting comprised of several 
display units showing how silver appointments for 
summer entertaining should be arranged. 

Mrs. Polly Pettit, display manager of Black, Starr & 
Frost-Gorham, Inc., Fifth Ave., New York, in the early 
summer of last year, transformed the second floor of that 
establishment into an outdoor scene, and in a series of 
settings developed the complete picture of the many ways 
in which silver may be used at the lawn party, veranda 
or informal luncheon. As shown by the illustrations, the 
luncheon table occupied a conspicuous position, with 
smaller tables displaying the silver needed for the service 
of cooling drinks placed at appropriate intervals. ‘The 
atmosphere of a garden was obtained through the profuse 





THE JEWELERS’ CIRCULAR 
for June, 1932 















7 


i i, J 


OI lh SS irl lllUOhUO?™t—‘“< CSCS 





use of artificial grass, flagstones, potted plants and ferns, 
statuary and garden furniture. 

An interesting feature of the promotion was the fact 
that it cost practically nothing. Almost all of the articles 
needed to fill out the picture which the jewelry firm did 
not stock were loaned by neighboring merchants. 

The exhibition was titled “Silver for Summer Hos- 
pitality,” and was held from June 1 to 15, 1931. In- 
vitations were sent to the store’s mailing list, as well as 
to the customers of the concerns assisting in the exhibition. 
In this way a number of people attended who would not 
have been reached in any other way. At the same time, 
the firms co-operating with Mrs. Pettit felt entirely 
gratified because of the opportunity to display their mer- 
chandise in such attractive surroundings. A card was 
placed in the show window inviting passersby to visit the 
exhibition. On this card were listed the names of the 
concerns who had supplied their goods to complete the 
display. Similar cards were placed in prominent positions 
on the second floor. 

While it would be difficult for most jewelers to use 
this idea in its entirety, portions of the display well might 
be adapted and used as window or store display units. 
For example: Get some artificial grass (which by the 
way is the only thing you will have to purchase) and 
cover the floor of your window. Flagstones may be 
obtained from a dealer in blue-stone or from the local 
landscape architect. Take a small tile covered table from 
your gift department or get one from the furniture 
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SALES FROM SILVER 


SETTINGS 


Merchandising plans for midsummer silver sell- 
ing promotion should be organized now. 

This article describes how a large New York 
jewelry firm devoted its second floor to an exploita- 
tion of the uses of silver for summer entertainment. 
This was accomplished by dramatizing the back- 
ground to make an ideal setting for display of the 
merchandise. 

Suggestions and plans are offered as to how the 
average jeweler can arrange a similar display to fit 
his store limitations. 























dealer. If you have room use a small luncheon setting 
instead. It is not necessary to show a complete table— 
one place, correctly set, will bring about the desired 
effect. A linen shop or drygoods store will supply the 
table cover. Select one in bright summer colors. 


A beverage set would 
be appropriate for the small table. If you carry glass- 
ware, here is an opportunity to display your finest crystal. 
(Turn to page 41) 































































NO ONE CAN 
TO RUN 


By 
MURRAY C. FRENCH 





4d 
Wat, in your opinion, 
is the outlook for the independent jeweler?” Don Patty, 
the jeweler, put up to the Old Veteran a question that 
has worried many of us. 

“The independent jeweler?” the Old Veteran drawled. 
“Well, I’d say he is doomed—hasn’t a chance in the wide 
world today. His curtain is rung down!” 

“You don’t mean it!” 

“Oh, ves, I do!” The Old Veteran paused a bit in 
thought. “Some years back when I was in the active 
jewelry business I had for a competitor an independent 
jeweler named Seth Jennings. 

“Now Seth prided himself on being independent. 
Whenever a traveling man offered a suggestion, Seth 
would put his thumbs in his armholes, throw ‘his chest 
out and say, ‘Are you trying to tell me how to run my 
business ?’ 

Traveling men soon quit offering ideas. 

“When a modern chain jeweler opened across the 
street one of his friends volunteered, ‘Well, Seth, you'll 
have to slick up the old store now.’ To which -Seth 
snorted, ‘You’re not trying to tell me how to run my 
business, are you?’ 

“Someone suggested he take THE JEWELERS’ CiRCU- 
LAR. ‘Not me! Nobody can tell me how to run my 
business !’ 

“Yes, sir! Seth Jennings was an independent jeweler! 
And when they closed him up he still repeated, ‘Nobody 
can tell me how to run my business! I’ll quit first.’ He 
did. 

“So Don, don’t get me wrong when I say there is no 
such thing any more as an independent jeweler, indepen- 
dendent of advice, independent of fresh outside ideas, in- 
dependent of his fellow jewelers, independent of his 
sources of supply. 

“At any rate, some time later word got round that I 
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wanted to hire a salesman. So in pops Seth Jennings 
with the remark that he was all ready to go to work 
and where should he hang his hat. Said his 25 years’ 
experience should make him a mighty valuable man 
around my store.” 

“That’s right, Old Vet,” Patty chimed in. ‘“Especial- 
ly in the jewelry business it certainly is true that ex- 
perience is the best teacher, isn’t it?” 

The Old Veteran shook his forefinger meaningly. 
“Young man, mark my word! Experience is the worst 
teacher, the most expensive teacher, the most deceptive 
teacher. 

“Take your own case. I’ve often marveled at your 
handwriting. It’s terrible! I don’t see how anyone can 
read it. 

“Yet you are maybe 31 years old. Been writing more 
or less every day for 25 years. Think of it! T’wenty- 
five years’ experience at writing! And yet—I can’t even 
read it!” 

“Well, you see,” Patty explained, “I never paid much 
attention to my handwriting.” 


That is just what 


I was coming to. J'he amount a man learns depends on 
how much attention he pays to what he is doing, not on 
the number of years he has spent doing it. 

“Does the man who has worn clothes the most years 
wear them with the best taste? Neither does a jeweler’s 
worth to his own store or to that of another bear any 
exact relation to his years of experience. 

“If experience were a good teacher then all the old 
time jewelers I know, with their wealth of experience, 
would be gloriously successful. 

“Yet the opposite is only too true. The old timer is 
headed for the bone yard who does not have in his or- 
ganization someone, preferably himself, whose thinking 
is not hampered by too much experience. 

“Why? Because too often experience becomes merely 
a constant repetition of bad habits till they become a part 


of the merchant’s nature and he is unable to rid himself - 


of them. 
“IT have attended many a salesmen’s meeting where the 
J gz 


(Turn to page 59) 
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The china, glass and gift department on the second floor, that makes its appeal to customers from $1.00 articles up. 








A. Y. BOSWELL 
says 


“We try to make our customers believe that for every dol- 
lar’s worth of merchandise bought in our store, they are 
getting a full dollar’s worth of value.” 




















HIS BUSINESS 


te dream the kind of store 


seen when one visits the A. Y. Boswell Co., a leading 
jewelry concern not only of Tulsa, Okla., but of the 
Southwest, a man must spend his entire life in the craft 
and this is exactly what A. Y. Boswell, head of this great 
business, has done. 

It is one of those practical, workable business dreams, 
that upon awakening, actually exists as a jewelry store, 
that can stand and take its bow when the nation’s fine 
stores are applauded. ‘Transplanted to any city in the 
United States, its very beauty would create breath-taking 
moments for Mr. and Mrs. Everybody. 

The description of the store requires superlatives that 
fade in the telling of its magnificence, and that story 
must wait for another occasion. 

Back of every great institution is a policy or principle 
adopted in early business life and the shadow of this 
practice generally grows into successful leadership as the 
business develops. Boswell’s adopted a principle which is 
continued today, according to C. L. Henry, assistant to 
A. Y. Boswell. 

“We try to make our customers believe that for every 
dollar’s worth of merchandise bought in our store, they are 
getting a full dollar’s worth of value,” said Mr. Henry. 
“This is and has always been the policy of A. Y. Boswell. 
No sales person connected with the business is ever per- 
mitted to misrepresent any merchandise sold in this store. 

“We have adopted two types of 
merchandising methods which a store 
of our character, because of its set-up 
must use. Catering to the best trade 
in the city of Tulsa, prestige is un- 
questionably the deciding factor in 
the sale of fine merchandise. Our 
stock and advertising appeal attracts 
this prestige-minded trade who want 
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CAME TRUE 


to have their jewelry, silverware and gifts come from a 
store such as ours. 

“But the other type of merchandising consists in at- 
tracting customers who can only afford popular priced 
items. “This requires promotional effort to break down 
much of the resistance that exists about a high grade 
jewelry firm because of the idea that everything sold is 
high in price. 

“The character of our stock and the advertising copy 
featuring popular priced items have overcome much of this 
sales-resistance. 

“Our greeting card department on the first floor, 
where inexpensive cards, bridge tallies and place cards 
are sold is an example of how we make an appeal to 
attract all types of customers. 

“In our gift section on the second floor bridge prizes 
and gifts can be bought for from 50 cents to as high as 
anyone cares to pay. In the china department articles 
are featured from 10 cents to china services amounting 
to $10,000. We have tried to build a store that will 
appeal to customers no matter how little or how much 








‘ : Above— 

they have to spend. The jewelry store of the future will The first floor with diamond department on left and watch depart- 
have to develop its business along merchandising lines ment on right. The wall cases are inset, being flush with the sides 

that will bring people into the store of the store. The display windows on the right side are open and 

for purchases that belong there. from the street a view of the store can be had. 

“Once we get customers into our 

store we are pretty sure that they Didier 

will come back. We use our win- The entrance to the second floor gift department and third floor 

dows and stress in many of them display rooms and offices. The magnificence of the entire store 

giftwares and popular priced items. can scarcely be appreciated from the picture. 

J) 

















We try to get an atmosphere of 


VV Xe \ (Turn to page 47) 
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Build Business by Buying 


The public’s buying power 
may be increased by hundreds of millions of dollars, said 
a communication to the Secretary of the Treasury by a 
well-known refining house that calls attention to the fact 
that the value of the gold and precious metals tied up in 
wornout, broken and useless trinkets hidden away in the 
possession of the people of the United States. If this old 
gold and other metal were released by being melted down 
and converted into bullion, the people of the country will 
be that much richer, their ability to purchase increased, 
with resulting benefit to business; in addition, the gold 
reserve of the United States will be augmented to a re- 
markable degree. 

According to an estimate made by this firm that has 
asked the government to sponsor the campaign to restore 
hoarded gold to circulation, the value of the old gold and 
metals now out of use and valueless to their owners might 
run up to half a billion dollars and this is exclusive of 
old jewelry valued and kept for sentimental reasons. 

If this campaign is to be carried out, it can be done 
most effectively through the 20,000 or more retail jewel- 
ers of the country, but whether or not it is launched off- 
cially there is no reason why the retail jewelers may not 
take advantage of this opportunity to add to the wealth 


of their customers and bring back into circulation gold 
that is now in a form useless to the owner and to the 
people of the country. 

Some jewelers have already started work on these lines 
in one way or another, to their benefit. For they appear 
to the public as buyers not as sellers of merchandise. But 
on the gold they buy they make a profit in selling to the 
refiner who, in turn, has a ready market for every dol- 
lar’s worth with the government. Not only does the 
jeweler profit on the transaction, but he often induces 
business by taking old gold articles in part payment for 
new merchandise, by making contacts with new customers 
who come to him first to sell their old gold, and by the 
advertising and interest in his store resulting from the 
way he conducts his campaign. 

The appeal can be made by the jeweler to the public 
on sentimental and patriotic lines as well as on the 
straight business argument. ‘The money received for this 
old gold -may prove a godsend to the owners in some 
cases, whereas in others the fact that the old trinkets, 
broken jewelry and watchcases and other metal is dis- 
posed of may put the former owner into a position to 
buy a real watch or ornament that has been needed for 
a long time. Often the mere possession of an old watch 
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or trinket that cannot be used keeps the purchaser out of 
the market for a new one. 

So jewelers who participate in the campaign to get the 
public to sell their old precious metal may feel that they 
are helping their customers by giving them money for 
things that were formerly useless, by helping the coun- 
try in increasing its gold reserve and, third, by helping 
the industry through the stimulation of business, helping 
not only themselves and the refiners through the pur- 
chases of gold, but helping the manufacturer, wholesaler 
and retailer from the resulting increase in purchases of 
jewelry that may follow. 


How a Denver Firm Built Up Sales of $50 per Day 


Jewelers that have already started in developing busi- 
ness in the purchases of precious metal have done it in 
various ways; some directly advertising as dealers in old 
gold and silver, others by soliciting business for remodel- 
ing jewelry and offering to take old jewelry in exchange, 
and still others as did the Syman Bros. Jewelry Co. of 
Denver by opening an old and antique jewelry exchange 
department in which customers were urged to exchange 
their old and antique jewelry for new and modern pieces. 
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It is estimated that gold and other precious 
metals worth hundreds of millions lie dormant in 
the form of broken jewelry, watchcases and unused 
trinkets, as well as in other articles. Every family 
has something. Some have large amounts. WHY 
NOT GET THIS WEALTH BACK IN CIRCULA- 
TION? 

It will increase the buying power of the public. 

It will increase the gold reserve of the nation. 

It will increase and stimulate the jewelry busi- 
ness. So, 

WHY NOT TELL YOUR CUSTOMERS THAT 
YOU WILL BUY THEIR OLD GOLD? 











Evidence of the enthusiasm with which the Syman 
firm’s fine idea was received is the fact that in the first 
two days that the department was opened, 30 pieces were 
exchanged and the business developed not only in Denver 
but from all parts of the Rocky Mountain territory until 
now this Denver store’s sales through the department 
amount to $50 a day. 

In commenting upon the merits of the department, 
Manager Captain Ted Syman declared: ‘The exchange 
offer meets a timely need. There are a great many peo- 
ple who have not the cash to invest in desired jewelry but 
do have valuable antique pieces which they will gladly 
turn in as part payment on modern pieces. 

“The department is a profitable one from several stand- 
points. In the first place it brings the store many abso- 
lutely new customers. Even though we make nothing on 
an original exchange, if we succeed in getting a new per- 
son into the store, we regard the transaction as profit- 
able. For example, on the day we opened the department, 
two women had pieces appraised and made an even ex- 
change. We made nothing on that deal, but the follow- 
ing day one of the women came in to have her newly ac- 
quired piece placed in an expensive mounting. 


4d 
W. have cleaned 


up the old stock almost daily. Any pieces which cannot 
be sold can be converted into gold and have almost as 
great a value as the allowance made, so that there is very 
little risk involved. 

“Through the exchange division we have acquired a 
great many valuable antiques on which there is a worth- 
while resale margin—articles which would have laid un- 
used and unappreciated in drawers and trunks for many 
years to come.” 

Other jewelers are simply advertising the fact that 
they are in the market for old gold by inserting announce- 
ments in newspapers or windows to this effect. 

And the gold purchased has not necessarily been con- 
fined to jewelry or watchcases but has included gold 
mountings on old pocketbooks, bill folds and other leather 
articles, old gold teeth and dental bridge work and even 
gold leaf. In some cases, the jewelers’ advertisements 
have brought them old gold coins of foreign countries 
which have for years been in the possession of customers 
that have not fully realized their value. 





ACROSS THE 









Education in Gems 


HE increased interest in gem- 

ology now manifest in the 
jewelry trade throughout the country 
during the past few months has been 
most gratifying. The formation of 
committees in different cities to ex- 
pand the work of the Gemological 
Society and particularly the formation 
of a temporary national committee to 
assist in directing the policy of the 
Gemological Institute of America 
and in the appointment of a national 
examining board should do much to- 
ward making the jeweler of the coun- 
try realize the necessity of proper edu- 
cation in gems if he is to develop this 
most important part of his business. 


As THE JEWELERS’ CIRCULAR has 
often pointed out, the buyer of gems, 
particularly fine gems, is acquiring 
more and more knowledge of the 
products in which he is interested. 
To successfully deal with him, the 
jeweler must show himself to be an 
expert or at least to have more knowl- 
edge than his customer possesses, if 
his sales arguments are to make any 
impression. This knowledge cannot 
be acquired simply in the handling of 
gems themselves. The experience of 
the jeweler must be supplemented by 
an education that comes from a study 
of the authentic works on gems; he 
most know their mineralogical as well 
as their trade characteristics if he is 
to differentiate properly between gems 
of the same color or even between 
different grades of the same gems. 


Some jewelers have difficulty in 
absorbing and applying the knowledge 
to be found in the principal textbooks, 
such as those of Herbert Smith, 
Wade, Kraus and Holden, Cattelle, 
Farrington, etc., and have not been 
able to apply what they have read in 
the most effective way. Here is where 
the work of the Gemological Insti- 
tute, with its own course on gems and 
its examinations is apt to prove most 
valuable and put the jeweler in a po- 
sition not only to obtain the proper 
technical information and to supple- 
ment it to his trade experience, but to 


apply it in the way that it will do 
him the most good in getting busi- 
ness. 

That the jewelers in the principal 
cities of the country have now given 
this work their endorsement and that 
some of our greatest merchants are 
working on the temporary national 
committee to develop the Institute 





As THE JEWELERS’ CIRCULAR 
goes to press, the Revenue Bill now 
in the Senate proposes no special tax 
upon the jewelry industry. 

The 10 per cent excise tax on 
jewelry included in the House bill 
was first amended to exclude table 
silver and then finally eliminated 
entirely by the Senate Finance Com- 
mittee. 

But the danger is not yet over. 
The Revenue Bill must yet go to 
conference and the attitude of the 
House is unknown. Continue to let 
your Congressmen know what a spe- 
cial tax on jewelry will mean to you 
personally and to your industry. 


as a strictly educational institution 
working for the interest of the trade 
as a whole is as important as their 
work in developing the Gemological 
Society until that scientific body cov- 
ers all sections of the United States. 


q+ ¢ ¢ 


Get Out the Old Gold 


HERE is no reason why the peo- 

ple of this country should not 
help to add to our gold reserve by 
getting rid of the broken and useless 
articles of gold that they have held 
for years; nor is there any reason why 
the jewelers of the country should not 
encourage this both for patriotic and 
business reasons? It has been roughly 
estimated by a prominent New York 
refining firm that the average family 
will have in the neighborhood of $15 
of broken jewelry, trinkets and other 
articles in precious metal of no use to 
them which is hidden away and for- 
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gotten. This, with the old gold in 
frames, decorations of theatres and 
other places, the concern estimates, 
may reach $500,000,000. 

Why should not the jeweler use his 
efforts to bring this gold to light; 
buy it, sell it at a profit to refiners 


and gt back in circulation or in 
the . .< reserve of our government? 

..¢ IS most important, a cam- 
paign of this kind would result in the 
scrapping of a large amount of old 
jewelry which might later be replaced 
by new jewelry to the benefit of our 
manufacturers, wholesalers and retail- 
ers. For often the mere possession of 
an old unused ornament will keep a 
prospective buyer from purchasing a 
new one. 

The movement is one in which 
every jeweler should be interested 
both as a business man and a@ public- 
spirited citizen. If it will produce 
even a small proportion of the result 
that has been accomplished in En- 
gland, both the jewelry industry and 
the country will be greatly benefited. 


¢¢ ¢ 


Support the H. 1. A. ; 


ESPITE its decreased income 
and the fact that it had to cut 
its budget to the bone, the Horologi- 
cal Institute of America has con- 
tinued to function during the past 
year most effectively and has con- 
ducted its examinations for junior and 
certified watchmakers with the re- 
sultant benefits to the trade. The 
organization will continue to func- 
tion, though the good work it has 
just done and will do is the result of 
increased effort of its small body of 
devoted officers. These men _ have 
sacrificed time and thought to carry 
on, without reward of any kind, a 
work of vital necessity not only to the 
jewelry industry, but to all others 
that are in any way dependent upon 
the development of correct timekeep- 
ing instruments. 
To this body of public-spirited men 
the jewelry trade owes more than 
gratitude. It owes support—moral 
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DIT ORS DESK 





and financial; and no one in the in- 
dustry, from the smallest watch- 
maker to the largest watch or clock 
concern, should hesitate about giving 
it at once, either in the way of direct 
contributions or in the way of help- 
ing to increase the membership. For 
the work of the Institute has grown 
more and more important as the 
years go on, as much in these times of 
adversity as in the former times of 
prosperity. “The larger the support 
given, the greater and more impor- 
tant will the results of this work 
prove to the industry. 

The vision and far-sightedness of 
those who founded this society on 
scientific lines has been clearly demon- 
strated by the work accomplished so 
far, and the sacrifice that was made 
by those who have carried on this 
work under the most adverse circum- 
stances should entitle them to the 
backing and assistance of every indi- 
vidual, firm and corporation that has 
benefited by the results so far ob- 
tained. 


+ + 4 


International Watch 
Conference 


HE reports of the proceedings 

of the International Watch 
Trade Conference that was held at 
Montreaux, Switzerland, April 4 and 
5, and which arrived in this country 
last month, indicate that the condi- 
tion of the watch industry of Europe 
had grown serious beyond even the 
appreciation of most members of the 
trade in the United States. Bad as 
we may have felt that the condition 
of the watch trade is here, both from 
the manufacturing and retailing ends, 
it was nothing compared to what our 
European competitors have had to 
contend with. 

Whether or not the representatives 
of the 100 or more firms from 13 
different nations that met at Mon- 
treaux have solved their difficulties, 
time alone can tell, for according to 
the resolutions they are unanimous in 
admitting that chaos is reigning in 
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The winning forces in the struggle for business. 





the international watch trade—manu- 
facturing and retailing. After an 
examination and analysis of the 
causes for the situation, they decided 
to submit to the horological associ- 
ations and the manufacturers and re- 
tailers of Europe resolutions suggest- 
ing the following remedies: 
That the manufacturers and 
their backers adjust produc- 
tion in the shortest space of time 
to the real needs of the market 
and to regulate their sales pro- 
gram in accordance with the 
suggestions of the conference. 
That they avoid the liquidation 
of stocks in a way that the equi- 
librium of the watch market be 
affected. 
That the manufacturers or their 
distributors either directly or in- 
directly must not supply their 
products to the consumer except 
through qualified intermediaries 
such as the established watch re- 
tailers. 
That they obtain from their re- 
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spective governments legislation 
making obligatory hallmarking 
that would indicate weight and 
thickness of cases in plain fig- 
ures. 

That they attempt to educate the 
public by proper publicity as to 
the real value and the exact 
quality of watches and watch 
products. 

The committee had unanimously 
received full power to put through 
their plans with the manufacturers 
without having these passed through 
existing organization, and for the ex- 
ecution of these measures an interna- 
tional committee was appointed by the 
conference consisting of two delegates 
from each country represented, who, 
in turn, appointed an Executive Com- 
mittee of five members. The Execu- 
tive Committee has received a man- 
date to act for the industry from now 
on and to present to a conference, to 
be held in the near future, methods 
by which the results described can be 
obtained. 
























Be ready with 

special gift tables 
offering articles suit- 
able for wedding and 
graduation presents 
at reduced prices. 
Continue the brides’ 
silver display in 
store windows and 
urge salesforce to 
special sales efforts 
today. 






MERCHANDISING 


Weddings and Graduations Offer 


June brides and 

graduates offer 
added business op- 
portunities. Start the 
month with a timely 
window _ display. 
Study the suggestions 
on pages 34 and 35 
in the May issue of 
THE JEWELERS’ Cir- 
CULAR. Feature SIL- 
VERWARE. 





The PEARL is 

the accepted gem 
for June in the A. N. 
R. J. A. list, with the 
moonstone as the al- 
ternate. Display 
pearls in show win- 
dows today. A neat 
placard giving inter- 
esting facts about 
pearls will add in- 
terest. 


Use a group 

photograph of 
the local high school 
graduating class with 
individual __ pictures 
of the class officers, 
school banners and 
diplomas as_back- 
ground for display- 
ing gifts for boy and 
girl graduates. In- 
vite them in. 


A bride’s SIL- 

VER display for | 
today. Now is the 
time to drive for this 
business. Be ready 
with an attractive ad- 
vertisement. Feature 
specials for today | 
and tomorrow. Stress 
present low prices | 
and lasting value of 
silver gifts. 


' 
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Do not forget to 

feature gifts for 
the bridesmaids and 
best man in your drive 
for wedding sales. 
Keep your advertis- 
ing copy offering ap- 
propriate wedding 
present suggestions. 
Feature fine JEWEL- 
RY for men and 


women today. 








Secure illustra- 
tions of brides of 


‘different lands each 


dressed according to 
the customs of her 
country. Use a large 
doll to represent the 
American bride. 
Show them in win- 
dow display with 
SILVER for the 
bride. 


Are you making 


full use of your 


list of June wedding 
events? Check it up 
and be ready today 
with a cordial letter 
to prospective pur- 
chasers urging them 
to visit your store. 
Display WATCHES 
today as suitable gift 
suggestions. 


1 Girl graduates 

are excellent 
prospects for COS- 
TUME JEWELRY. 
Feature it in a gradu- 
ation window display 
and stress the style 
appeal in your adver- 
tising copy. A letter 
to the graduates and 
their parents will 
help sales. 


— Se 


1 Set a table for 

the June bride 
today. Seethatthe ar- 
rangement is correct 
in every detail. This 
offers opportunity to 
display CHINA, 
GLASSWARE and 
SILVER. Use flowers 
to decorate the table 
with dainty linen and 
place cards. 

















| 3 A fine ELEC- 

TRIC CLOCK 
makes an_ excellent 
wedding or gradua- 
tion gift. Advertise 
this fact and arrange 
a special window dis- 
play for today, Fea- 
ture a living room 
clock for the bride 
and a study room 
timer for graduates. 





l Flag Davy 
today should 


be observed by every 
jeweler. A_ proper 
window display is 
easily arranged. Show 
flags of various na- 
tions with the Stars 
and Stripes most 
prominent. Display 
fine PERFUMES 
today. 





ane ae 


1 Magna (Car- 
ta Day. Frank 
B. Kellogg, former 
Secretary of State, 
represents the United 
States as Honorary 
President of the In- 
ternational Magna 
Charta Association. 
Show his likeness in 
a window display 
with a_ placard. 
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” une 19 is 
Father’s Day. 
Build a selling cam- 
paign around this 
fact. Prepare a win- 
dow display for 
today showing 
men’s WATCHES 
and JEWELRY. Use 
a neat placard call- 
ing attention to the 





Call attention 
1 to Father’s 
Day in your advertis- 
ing and list and de- 
scribe suitable gifts. 
Put a sentimental ap- 
peal into your adver- 
tising copy. Use an 
appropriate illustra- 
tion of a father and 
son or daughter, with 
a selling slogan. 


2 Display sports 

jewelry for 
men and women 
today. Build the win- 
dow around a sports 
event. Show a photo- 
graph of the local 
baseball team or ten- 
nis stars and include 


wrist WATCHES 
and other suitable 
articles. 


CALENDAR for June 


Improved Selling Opportunities 





1 & Rearrange 

your Father’s 
Day window display 
by adding or substi- 
tuting new merchan- 
dise. Offer special 
prices for today only 
on gifts for father. 
A special letter to a 
selected list of wives 
and young folk will 
help sales. 





21 On June 21, 
1782 the Great 
Seal of the United 
States was adopted. 
Secure an illustration 
or replica and in- 
clude it in your win- 
dow display with a 
placard giving some 


interesting facts 
about it. Feature 
trophies. 












Today is the 
longest day of 
Use this 
fact to attract atten- 
tion to your store as 
headquarters for 


22 


the year. 


WATCHES and 
CLOCKS. Show the 
latest offerings and 
advertise your stock 
in your local news- 
papers. 





Long summer 
days lure peo- 


23 


ple out-of-doors. Call 
attention to cameras, 
field glasses, vacuum 
bottles and lemonade 
sets and similar mer- 


chandise. A _ minia- 
ture camping scene 
displaying these ar- 
ticles will attract at- 
tention. 


24 A display of 
fine STA- 
TIONERY, PEN and 
PENCILSETS, DESK 
SETS and other 
writing accessories 
will prove of interest. 
Vacation days are 
just ahead and now 
is the time to build 


up this business for - 


your store. 


rs 


b Plan a week- 

end clearance 
sale of “shelf warm- 
ers” for today. Mark- 
down prices on selec- 
ted articles and use 
price tables and tags. 
Close out spring gift- 
wares. Advertise this 
event and urge clerks 
to invite their friends 
to the store. 








| 
| 
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2 Keep your re- 

pair depart- 
ment service before 
the public. A win- 
dow display, today of 
watch parts and tools 
used in repairing 
watches and_ clocks 
will attract attention. 
Advertise your store 
as headquarters for 
this work. 


SS ee 


2 Plan a Wash- 

ington Bicen- 
tennial window dis- 
play for today. 
A plaque or illus- 
tration of the Father 
of his Country, 
Revolutionary relics 
or pictorial scenes 
will arrest at- 
tention. Use flags in 
the window. 





? Summer time 

calls for lem- 
onade sets and other 
glassware articles for 
serving cooling 
drinks, and desserts. 
Plan a glassware win- 
dow display for 
today. Show use of 
merchandise, where 
possible, and adver- 
tise your stock. 








The last day of 
June. Try a 


30: 


one day window sale 


today. Offer selected 
articles at reduced 
prices. Decrease the 
prices each hour un- 
til the merchandise 
is sold. Advertise 
this event in local 
papers and through 
your mailing list. 
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AN ASTRONOMICAL PEARL 


A STRANGE FORMATION OF PEARLS (BIRTHSTONE FOR J UNE) 
WAS FOUND IN AUSTRALIA MANY YEARS AGO. THERE WERE 
NINE OF THEM IN THE SAME SHELL, ADHERING TO EACH 
OTHER To FORM A ROMAN CROSS ABOUT ONE AND 

ONE HALF INCHES LONG. BUE TO ITS RESEMBLANCE TO 
ONE OF THE CONSTELLATIONS VISI®@LE FROM THE 
SOUTHERN HEMISPHERE ITWAS CALLED * THE 
SOUTHERN CROSS? 


AMONG HER SOUVENIRS 


SOUVENIR SPOONS WERE QUITE 

A SOURCE OF PROFIT ABOUT 30 
YEARS AGO, BUT SINCE THE WAR 
THE TRADE HAS NoT SEEN MUCH 
ACTWITY IN THIS LINE. 

DR, ELLA K. DEABORN, FORTLAND, 
ORE., IS ONE OF THE BEST KNOWN 


Liha sede bast 
se Why s== 
yiecal Hu 


COLLECTION COVERS SPOONS OF 
ALL KINDS - GOLD, SILVER ,ALUN- 
INUM AND PEWTER , ONE OF 
MEN SHE HAS A TOTAL OF 2500, 
‘a int REPRESENTING NEARLY EVERY 
ty) COUNTRY IN THE WORLD. 
= ~ 








VEST POET SIZE — 
MAN OR WATCH 


"LITTLE CARC AS GARLES Ze 
MAYER THE MIDGET (5 
CALLED, WAS RECENTLY 
PHOTOGRAPHED IN A 
JEAVWELERS WiINDow 
STANDING BESIDE THIS 
OMEGA MOVEMENT WHICH 
1S THE LARGEST WATCH IN 





IS 20 YEARS OLD AND 
24 INCHES TALL IS 

THINKING OF USING 
THE WORKS TO RUN 
BIS AUTOMOBILE {THAT IS, 


IF HE CAN GET SOMEONE TO WIND IT FOR HIN. 





IM TELLING YOU 


FACT OUTRUNS FICTION 





SA idagay Caen eee S POONERS” IN THIS COUNTRY, HER - 
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CLOCK HAS LOG CASE 













THE OFFICE OF THE MANUFACTURERS 
ASSOCIATION, SEATTLE, WASH., HARBORS A 
CLOCK, THE WORKS OF WHICH ARE ENCASEA 
IN A HOLLOW SECTION OF A DOUGLAS FIR 
LOG, ABouT 250 YEARS OLD. THE CRasc- 
SECTION OF THE LOG SERVES FoR THE FAG 
AND IS MORE THAN 34 FEET IN DIAMETER. 
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A ROCK CRYSTAL WORTHY OF THE 
NAME 


THIS TREMENDOUS ROCK CRYSTAL, FOUND AT 
BUCKFIELD, ME. |S 36 INCHES HIGH, 24 INCHES 
OVER-ALL IN DIAMETER. AND WEIGHS IN THE 
NEIGHBORHOOD oF 500 TO GOO POUNDS. 
IT 18 DOUBLY TERMINATED AND |5 A 
BEAUTIFUL TRANSLUCENT MILKY WHITE 
COLOR, WITH THE MIDDLE OF THE 
CRYSTAL SHOWING SOME TRANSPARENT 
SPOTS OF SMOKY QUARTZ. 














DO YOU KNOW OF ANY UNUSUAL 
FACTS OF INTEREST ABOUT JEWELS 
AND JEWELRY © IF SO SEND THEM 
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who have an average of $15 in old 
jewelry in hiding places ought to 
turn it in on new jewelry, P. M. = 
Fahrendorf, of New York, general 
manager of a trade journal, told the 

: New Jersey Retait Jéwelers’ Assn. 
last night. 

He ‘suggested that jewelers make 
a special drive to get out the hoarded 
gold jewelry by offering full credit 
for it on new purchases. 














Stories reproduced from leading newspapers giving out- 


line of plan restoring use of hidden gold 
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F dorf, general manager of THE JEWELERS’ CircuLak, in 

p an address before the annual convention of the New 
Jersey Retail Jewelers’ Association held at Atlantic City 
last month. 

The economic significance of this move was recognized 
by the leading newspapers of the country, which published 
an outline of the plan. 

“We are trying to encourage a movement similar to 
that which worked so successfully in England,” said Mr. 
Fahrendorf, ‘“‘to get out of the ‘trinket boxes’ in every 
family, the old gold and other precious metals in the form 
of broken jewelry and watch cases, etc. We believe that 
there must be at least $450,000,000 in metal hidden away 
and now useless. 

a a, 
$450,000,000 Hidden 
In Gold Trinkets 
ATLANTIC CITY, May 18.— 
6 Approximately $450,000,000 in 
old gold trinkets should be taken 
from hiding places and restored 
to use, P. M. Fahrendorf of 
New York, general manager of 
a trade journal, told the closing 
session of the twenty-third an- 
nual convention of the New Jer- 
tie CT aa ation 
| | vated 
/New Rings for Old 2 
, LNeW INNS TOr oi per- 
} | 'M hould 
b | neans 
| | Jewellers Told to Offer Full, |" *"° 
{ . | 
| Credit for Hoarded | = 
| Gold Trinkets. | 
Special to the World-Tclegraim. 
ATLANTIC CITY,.May 18.—The 
39,000,000 persons in this country 


| TREASURE HUNT APPROVED 
BY PRESS 


The first public 
announcement of the nationwide campaign to reclaim 
and replace in circulation the $450,000,000 in gold re- 
posing in the trinket boxes of the estimated 30,000,000 
families in the United States was made by P. M. Fahren- 


P. M. FAHRENDORF 
General Manager 
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“If the retail jeweler encourages his customers to 
sell this old gold, he can make a profit in the sale—more 
business can be done—and the country’s gold reserve will 
be vastly increased. What is more, if people are en- 
couraged to sell their old gold jewelry, it will make way 
for the sale of new jewelry. The mere possession of an 
old ornament, unused, keeps a prospective buyer from pur- 
chasing new jewelry. 

“Patriotic and business reasons should prompt every 
jeweler to join in this movement, but he must be awakened 
to the fact that he can make a profit on the transaction. 
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Antwerp—48 Rue Simons 


London—23 Holborn Viaduct 


Amsterdam—33 Sarphatistraat 





























Grand Diadem, Containing 212 Pearls, Worn by the Former Empress Eugenié 





(Shown in reduced size) 


The APPRECIATION of PEARLS 


(Continued from March issue) 


PEARL Sources Not CONTROLLED 


dd 

= another point 
that I think worthy of consideration lies in the funda- 
mental factor that surround market conditions. The pro- 
duction of pearls differs in many ways from the produc- 
tion of the product of almost all other industries. It is 
not within the control of man; at least, it is not entirely 
so. As the number of buyers increase, the supply does 
not necessarily grow. We may be able to procure more 
pearls at times, but we cannot procure pearls in all quan- 
tities or qualities. 

“Pearls must be taken from the ocean bed within 
certain limited geographical sections under hardships and 
difficulties that may be ameliorated but not at all elimi- 
nated even in this age of improvement in production in 
everything else. As a general thing, pearls are still brought 
up by divers under primitive conditions and at first hand 
come through primitive people. But even if we are able 
to improve diving conditions and get a greater product 
in this way, the problem is not solved for we may be 
‘killing the goose that lays the golden egg.’ 

“The pearl takes years and years to grow, so that 
should we be able to vastly multiply the number of divers 
and the oysters they bring up, we would not solve the 
problem, for we may only exhaust the pearl fisheries too 
rapidly and then have a long wait before the product can 
be obtained again. In fact, it is a question whether even 
now, under present conditions, we are not helping to ex- 
haust the fisheries to a limited extent. 
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“So we need never be afraid of having too many gem 
pearls produced at the source, and this fact, together 
with the fact that nearly every owner of a pearl neck- 
lace is apt to be continuously in the market, for pearls 
suggests an increasing demand without a corresponding 
increase of supply. But in addition to this we have the 
potential market of the future, particularly in these 
United States wherein individual buyers of pearls must 
develop at an increasing rate as time goes on. 


INDIVIDUALITY OF PEARLS 


4d 
4 is another 


factor that I haven’t mentioned which is important in 
the sale of any article of extreme beauty and value, 
namely, the fact that it can not be turned out in quanti- 
ties in identical form. Each pearl and each collection of 
pearls has an individuality of its own. It expresses the 
taste and selection either of the owner or of the jeweler. 
One necklace does not necessarily duplicate another even 
should they have the same number of gems and be of 
approximately the same total weight. To some extent, 
at least, like a work of art, each pearl collection stands 
by itself. This argument can be used effectively with 
people of discrimination in selling a necklace or collection 
of pearls as a whole, and later on in selling gems to 
add to it. 


APPRECIATION OF PEARL VALUES 


dd 
Now as to the pearl 
prices, no one not familiar with the pearl trade can fully 
(Turn to page 37) 
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B.F. HIRSCH, INC. 


has purchased the dies of the 


ROSKIN MFG. CO. 


and will continue to manufacture this well-known line in addition to 
our regular line of 
DIAMOND CHANNELED, SEGMENTAL AND AZURED 
WEDDING RINGS 
ENGRAVED WEDDING RINGS 
DIAMOND RINGS — MOUNTINGS — EMBLEMS 
Diamond Importers 
Order through your Wholesalers 


We are now located in the modern factory for- 
merly occupied by the Roskin Mfg. Co. 


B. F. HIRSCH, INC. 


64 WEST 48TH STREET 
NEW YORK, N. Y. 

















ISRAEL LESSING SALES CO., Inc. FOR PROMPT SERVICE— JACK A. ROTH 
29 E. Madison St. CALL BRYANT 9-0412 315 W. Sth St. 
Chicago, Il. 0413-0414 Los Angeles, Cal. 





Amsterdam: Sarphatistraat 32 Local Representative William Hildebrand Antwerp: 1 Rue Van Lerius 
































CARTER, GOUGH & CO. 


PARK and MULBERRY STREETS 
NEWARK, N. J. 











IN ADDITION TO THE 
MANUFACTURE OF OUR 
REGULAR LINE OF FINE 
JEWELRY, WE ARE PRO- 
VIDING A COMPLETE 


pcm ot gm | SPECIAL ORDER SERVICE 


PARAMOUNT 
to all 


Senin tt QUALITY ad WORKMANSHIP | 


LOUIS N. MARX 
551 FIFTH AVE. NEW YORK AT MODERATE PRICES 


CHARACTERIZED BY 
















































understand how these gems have increased in price in 
conformity with the increased appreciation by the public 
and the growth of the number of possible buyers. The 
price of pearls has increased far more than that of any 
other gem, and the rate of increase has been mounting 
during the last 50 years. 

“So many and varied are the points that determine 
value in pearls that they can only be touched upon here. 
Diamond grading and matching are comparatively simple 
when contrasted with the grading and matching of pearls. 
Size, shape, orient, color, shades and tints, luster, irides- 
cence, or the lack of it, all enter into the problem. Since 
fine, large pearls are relatively less abundant than fine, 
large diamonds, the price of the larger pearls advances 
much more rapidly than is the case with diamonds.« In- 
deed, the usual rule for pricing important pearls is that 
the price varies as the square of the weight in grains, 
rather than directly with the weight, as is the case with 
diamonds. This method of pricing pearls is known as 
selling ‘by the grain base.’ Thus, if the base price of a 
certain quality of pearls is, say, $5, then a one-grain pearl 
is worth 1 & 1 * $5 $5. We square the weight (that 
is, multiply it by itself) and then multiply by the base 
price. In the above case, since the weight was one grain, 
there is no increase in the price when the weight is 
squared, but take the case of a two-grain pearl of the 


The Appreciation of Pearls 


(From page 35) 


same quality. Here we have 2 « 2 * $5 = $20. It will 
be seen that values mount very rapidly as the weight ~ 
increases. 

“It should be understood that the pearl grain is an 
arbitrary unit, and that it is one-fourth of the diamond 
carat; that is, one-fourth of 200 milligrams, or 50 milli- 
grams. Very exceptional pearls sell, of course, at a cer- 
tain price for the piece, and when a certain pearl is badly 
heeded to complete a string, it may bring far more than 
would otherwise be paid for it. 

“The most desired shape in pearls is the true sphere, 
and after that the pear-shaped drop. Oval, or egg-shaped 
pearls and ‘button’ pearls (having a hemispherical top 
with a flattened bottom) are less desirable than the first 
two shapes. Then comes the many irregular shapes known 
in the trade as ‘baroques.’ ” 

“Thirty-two years ago a well-known pearl dealer re- 
marked the fact that about 1875 good round Indian 
pearls up to five grains could be bought for $1.50 base, 
while toward the end of the last century they would cost 
$4.50 base; also whereas in the early days pieces of extra- 
ordinary lustre were allowed to remain in the parcels and 
were sold at the same rate as others, by 1900 they were 
culled from the lots and held for extraordinary prices 
and then size also began to count beyond the multiple 

(Turn to page 41) 




















Stones and Pearls. 


Rubies - Emeralds 


For your, or your customers 
approval, we will be pleased to 
submit a selection of Star 
Sapphires in Ladies’ or Men’s 
Rings and in Cuff Links. A 
large stock of Unmounted 
Stones on hand for all your 
needs. 


We are prepared at any time to cooperate with you on your 
calls for Emerald-cut and Marquise Diamonds, Precious 


Fancy-Shaped Diamonds - Sapphires - Catseyes - 














608 FIFTH AVENUE 








iY THE MODE 


JEROME RICHHEIMER 





NEW YORK 
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GENUINE 


CULTURED PEARLS 


DIRECT FROM FISHERIES 


Largest assortment—the best obtainable qualities— 
at competitive prices. 


GENUINE ZIRCONS 
STAR SAPPHIRES 
ORIENTAL SAPPHIRES 
RUBIES—EMERALDS 


PAPAZIAN BROTHERS 


DIRECT IMPORTERS 


580—S3th Ave. New York City 


Antwerp: 26 Rue des Fortifications 
BRANCH OFFICES: 


Kobe, Bangkok, Bombay, Colombo, Singapore, Hong Kong, 
Shanghai 
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Daniel Leker | 


MANUFACTURING JEWELER 
FORMERLY 


C. V. DOUGHERTY CO., INC. 
7-11 W. 45th ST. 
NEW YORK CITY 


SEED PEARL JEWELRY 


SPECIALIZING IN REMODELING 
AND SPECIAL ORDER WORK. 























Special 
‘Leather Watch Straps 


Summer is here. Leather watch straps will be in de- 
mand again. 


Leather straps you can depend upon. 


We have them for you specially priced to the jobbers 
and material houses. Made in genuine ostrich, seal, 
sweatproof calf inlaid with genuine reptile skins, fine 
calf, and calf finished full grain cowhide, with or without 
buckles. 


Every strap guaranteed to give satisfaction. 
W rite for sample selection— 


M. MANHEIMER 
70 N. Fourth St. Philadelphia, Pa. 








_ BECAUSE 





INVESTIGATE! 


THE GEMOLOGY IDEA 


~ What Are You Doing to Meet New Selling Resistance? 


MAKING AMERICA GEM-CONSCIOUS!—By educational advertising, displays and _ lec- 


men in their communities. 


ignorant or dishonest. 








tures done by CERTIFIED GEMOLOGISTS who have become recognized as professional 


REGAINING PUBLIC CONFIDENCE!—for it teaches not only correct but incorrect 
facts and names—eliminating the fraudulent seller and advertiser by exposing him as either 


CREATING A NEW DEMAND!—It substitutes for a vanishing pride of ownership— 


‘ igs based on ostentatious display only—a new pride of ownership—an appreciation of diamonds 
\. and gems. 
a a MEANS INSTILLING SALES-CONFIDENCE!—for it is a most exceptional retailer who, in these 
L : times, can sell merchandise about which he constantly fears some question from a better- 
a Y ‘ informed customer. : 
&, " MOVING “FROZEN” STOCK!—reating an appreciation in the intelligent salesman un- 
So % ‘ consciously but unquestionably moves diamonds and gems. 
¢ % *, PAYING YOUR WHOLESALER?—Yes! for money released from your highest priced 
~~. Y a merchandise means receipted bills and new money for needed stock. 
% oN ~ STUDY? Yes!—which also trains the mind to meet problems and to better study mer- 
%, ~ \\ chandising and financing. 
ra) ( me Bad 
% <a. 
% ag. GEMOLOGICAL INSTITUTE 
4, S, 
aie, OF AMERICA 


C*. 
%. LOS ANGELES 


CALIF. 
























uest for Synthetic Diamonds 


No Definite Proof That Even the Labora- 





tory Experiments Have Been Successful 


By EDWARD H. KRAUS, Ph.D., Sc.D. 


(Professor of Crystallography and Mineralogy and Director of the Mineralogical Laboratory, 
University of Michigan and Author of “Gems and Gem Minerals” 


P aciesliaally news 
items appear in the press throughout the world to the 
effect that some investigator has succeeded in producing 
synthetic diamonds. ‘These reports are given large head- 
lines and wide publicity. The public is lead to believe 
that the diamond has actually been produced, and that 
before long large quantities of material suitable for gems 
will be on the market at remarkably low prices. The 
public is somewhat justified in giving credence to reports 
of this character, for it is now commonly known that 
rubies, sapphires, and spinels of very superior quality are 
made ‘synthetically and marketed very widely for gem 
and industrial purposes. In reading these reports, how- 
ever, one usually soon observes that the specimens which 
the investigators believe to be the diamond are exceedingly 
small and also not of gem quality. 

On April 13, 1932, there appeared in the New York 
Times a report of an interview with Professor Ralph 
McKee of Columbia University in which he described a 
process for the laboratory production of diamonds de- 
vised by Mr. L. H. Barnett and carried out under his 
direction. In this interview Professor McKee is credited 
with saying :— 

“We took iron containing carbon, silicon, and phosphorus. 
The carbon supplies the material for generating the pres- 
sure and producing the diamonds, the silicon to force pre- 
cipitation of the dissolved and combined carbon and pro- 


duce graphite, and the phosphorus to prolong the period of 
fluidity of the iron during cooling. 


“We melted the iron in very high temperature and, 
when thoroughly molten, poured it into large steel shells 
and allowed it to cool very slowly. During the cooling the 
forced precipitation of the graphite from the dissolved and 
combined carbon increases the original volume and, due 
to the resistance of the steel shell, produces internal pres- 
sure which, acting upon the graphite, converts part of it 
into diamonds. 


“When the iron is thoroughly cooled it is serially dis- 
solved in various acids for the complete removal of the 
iron, graphite, and all other impurities, and free diamonds 
are the final residue.” 


Further on in the report the statement is made that 
these diamonds are “about the size of a lead pencil point, 
or about one-twentieth of a carat.” 


Nineralogists and 


chemists who are familiar with the various attempts to 
produce the diamond in the laboratory, and which have 
been reported in the scientific press, immediately recognize 
that the experiment described by Professor McKee is 
similar to that performed by the celebrated French chemist 
Henri Moissan, in 1893. Until very recently it was gener- 
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ally accepted that Moissan was justified in believing that 
the material he had produced was actually the diamond. 
Moissan’s conclusion, as also that of Professor McKee, 
was for the most part based upon the fact that the residue 
he obtained had resisted the solvent action of certain acids 
and that it was apparently very hard, and had all the “ear 
marks” of the diamond. 


At the time Moissan performed his experiment, micro- 
scopic-petrographic technique had not been developed 
sufficiently so that the various optical properties of sub- 
stances of minute size could be easily and accurately de- 
termined. Of these optical properties the index of re- 
fraction is one of the most important, especially for the 
positive determination of substances that are optically 
isotropic, as in the diamond. Careful investigators in the 
field of synthetic mineralogy now depend largely upon the 
determination of the indices of refraction for the identifi- 
cation of the material they produce. Accordingly, today, 
no one is justified in claiming that he has obtained the 
diamond by laboratory processes unless he can report on 
the index of refraction of the minute particles he has 
obtained. 

Aside from Moissan many other investigators have been 
interested in the quest for synthetic diamonds among 
whom Parsons, Friedlander, Van Hasslinger, Crookes and 
Noble, and Ruff may be mentioned. Lack of space will 
not permit me to discuss the methods used by these in- 
vestigators, but suffice it to say that in no case had the 
index of refraction of the material alleged to be the 
diamond been determined, nor, because of the very small 
quantity, had the material been subjected to a chemical 
analysis. 


A\tention was Called 


to this fact a year ago (1931), by M. K. Hoffmann and 
Reinhard Brauns in two articles that appeared in the 
Centralblatt fuer Mineralogie, Geologie, and Paleonta- 
logie, pages 214 to 219. Hoffmann repeated with great 
care the experiment of Ruff and succeeded in obtaining 
material that corresponded exactly to that which Ruff an- 
nounced as the diamond. However, when the microscopic 
particles were subjected to the Becke line test for the 
determination, under the microscope, of the index of 
refraction it was found that the index was less than 1.74. 
As the index of refraction of the diamond is 2.42, it was 
at once obvious that Ruff had not produced the diamond. 
On account of the small quantity of the material obtained 
by the Ruff experiment, the determination of the chemical 


(Turn to page 48) 
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The various 
sections, each 
including one or 


more chapters, cover: 








THE CHARACTERS OF GEM-STONES 
THE TECHNOLOGY OF GEM-STONES 
PRECIOUS STONES 
SEMI-PRECIOUS STONES 
ORNAMENTAL STONES 
ORGANIC PRODUCTS 


GEM-STONES 


By G. F. HERBERT SMITH 


An Interesting, Authoritative Book 


Comprising 40 chapters and many 
diagrams, plates and tables by an out- 
standing authority. Over 300 pages. 


Here is a comprehensive book on GEM-STONES both 
for the Jeweler and the Connoisseur, written by an As- 
sistant Secretary of the British Museum, giving not only 
the characteristics of the various stones, but their histories 
and technologies. 


The present fourth edition is completely up-to-date. It. 
furnishes the jeweler and his clerks with a background 
and appreciation of the various commercial stones that will 
make their contacts with customers more effective. 


Price $3.00. Orders promptly filled. 





Watchmakers, 
ATTENTION | 


_ Would you like to have a complete course in 


ADJUSTING by an authority in this inter- 
esting subject? 
haustive treatment of the governing laws and 
the most practical methods in his book, 
“PRACTICAL COURSE IN ADJUST- 
ING.” Over 200 pages including many plates, 


Theo. Gribi gives an ex- 


tables, and charts. Invaluable information. A 
complete coverage of the subject by a master 
workman—practical rather than purely tech- 
nical. 


Convenient size, nicely bound. Price $1.50. 





Jewelry Repairmen, 
send for this 
important handbook 


The Jewelry Repairer’s 
Handbook 


By John G. Replinger 


Gives a complete explanation of the methods em- 
ployed in the large up-to-date repair shops—in- 
cluding chapters on Tools; Chemicals, Tables and 
Recipes; Assaying; Making Rings; Repairing; 
Stone Setting; Cleaning; Polishing; Finishing, 
etc., etc. 


Includes many valuable time and money-saving methods, 
ideas and recipes. Price, $1.25. 


The Jewelers’ Circular 


239 West 39th Street 
New York, N. Y. 
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The Appreciation of Pearls 
(From page 37) 


of the square. What would this dealer say on learning 
today that pearls that he placed at the high price of 
$4.50 base would within 30 years be on a $45 base. 

“I recently came across a pearl table compiled by one 
of the leadng pearl importers in New York just before 
the beginning of the century in which the prices of pearls 
of various weights were figured on all bases up to $10, 
and I recall the statement of the compiler. This was to 
the effect that ‘we do not expect pearls to reach a $10 
base, but we use this figure to kind of round out the 
table.’ Were he alive today, he might be surprised to 
learn that his table would have to be extended to include 
up to a $50 base in order to make it of full practical use 
to the pearl seller. I cite these simply to call attention 
to a market tendency on which future conditions may 
be predicated. 


TECHNICAL INFORMATION OBTAINABLE 


4d 

[ won't attempt to 
give any technical information about the pearl, its oc- 
currence or history or to discuss the various grades, va- 
rieties, colors or shapes. This is something that the dealer 
can go into if he makes up his mind to give time and 
thought to become qualified to handle pearls. As to the 
technical side and historical side that information can 
be obtained in various ways, particularly from the study 
of such works as the great volume “The Book of the 
Pearl,’ by Doctors Kunz and Stevenson, and the smaller 
works by Cattelle, (“The Pearl’), by Streeter (‘Pearls and 
Pearling Life’), and especially the more recent work, 
‘Pearls,’ by W. J. Dakin, published by the Cambridge 
University Press. 

“I just wanted to say a few words about the possible 
future market for pearls in the United States and why it 
may be necessary for some of our younger men to qualify 
to take care of the business which I think is coming. 
Mind you, it may be no royal road to profit. The man 
who goes in for it will suffer no doubt some disappoint- 
ments and heartaches as in all other lines, but we have 
conditions and possibilities that other lines don’t offer. 
Aren’t they worth looking into?” 





Summer Sales from Silver Sellings 
(From page 21) 


Your awning dealer will supply the canopy, your florist 
the potted plants, and flowers. A card giving credit to 
the merchants who have co-operated with you should be 
placed in the foreground. 

Rope off a corner of the interior of your store and 
develop the same idea there. The garden parasol is 
appropriate in this case. Garden furniture of wrought 
iron’should be used, with jardinieres of ferns to emphasize 
the garden atmosphere. In the illustration showing such 
an arrangement, it will be seen that a golf magazine and 
a silver cigarette chest were placed on the table. A cock- 
tail set is the silver used but this may be varied with a 
tea set, salad bowls and numerous other articles. 

For added interest, plan the display to follow a local 
flower show and display prize winners. 
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Burroughs Cash Machine registers 
and protects cash; and records 
every cash and charge sale, money 
paid out and money received on 
account, on a detailed locked-in 
tape. Also accumulates a grand 
sales total. Priced as low as $135, 
delivered U.S.A. 


Here is the modern 
way to protect and 
increase your profits 


Jewelers everywhere now have a firmer grip on their busi- 
ness because Burroughs Cash Machine registers and pro- 
tects their cash, and provides them with vital information 
that helps them protect and increase their profits. 


The safeguards with which this modern, compact, low- 
priced machine surrounds every transaction . . . the wealth 
of information it furnishes . . . the extra service it gives as 
a fast, practical adding machine . . . all are quite unbeliev- 
able until you have actually seen a Burroughs Cash Machine 
demonstrated on your own work. 


It will pay you to telephone the 
local Burroughs office and arrange 
for such a demonstration, without 
delay, or mail the coupon below. 


Free with every 
Burroughs Cash Machine 
This ‘‘Daily Business Record’’ book in 
which to keep a permanent record of the 
vital figure-facts provided by the detailed 
tape is especially valuable to jewelers. 





Burroughs Adding Machine Company, 6326 Second Blvd., Detroit, Mich. 
Please send me illustrated literature describing Burroughs Cash Machine. 


Name 





Address 











BURROUGHS 


CASH MACE IiPg 
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TERLING Sales will hold up consistently during Sum- 
mer months if you attract people with a taste for 
luxury and an instinct for thrift with seasonable items 
in Gorham Sterling. © Luxuries become essentials in no 
time ... as everybody knows. Perhaps that is the reason 
those who are accustomed to fine living instinctively 
choose silver by the house of Gorham. © Today, the 
number of families forming the logical market for ster- 
ling probably is three times as great as it was three years 
ago. To satisfy your enormously expanded market, we 
offer timely suggestions in flat, hollow and fancy pieces 
at price levels lowest on record. © Since there is no sub- 
stitute for profit and a store is known by what it sells, we 
urge you to seriously consider featuring price main- 
tained merchandise whose quality is never excelled. 
© Our Edgeworth and Shamrock V patterns, and Special 
Value Hollowware meet a ready demand, for consumers 
eagerly accept Gorham products with the knowledge 
they are superior and unquestionably correct. 






































FLATWARE 
ICED TEA SPOONS SALAD FORKS 
SALAD SERVING SETS 
SALAD KNIVES COLD MEAT FORKS ASPARAGUS SERVER 
CUCUMBER OR TOMATO SERVER 
ICE TONGS LEMON FORK LETTUCE FORK 
MAYONNAISE LADLE BERRY SPOONS 
OLIVE FORK FRUIT KNIVES ICE CREAM FORKS 
HOLLOWWARE 
SALAD BOWLS SANDWICH PLATES 
FROZEN DESSERT DISHES 
i WATER PITCHERS GOBLETS ICED TEA TUMBLERS 
DISHES FOR COLD CUTS 
HIGH BALL CUPS COASTERS ENGLISH WAITERS 


BEVERAGE SHAKERS 











G O RH AM 


PROVIDENCE, RHODE ISLAND 


CHICAGO SAN FRANCISCO 
6 WEST 48th ST., NEW YORK CITY 












































The Right to Use the Name “Rogers” 


United States Court at Albany, N. Y., Hears Suit by International Silver Co. vs. Oneida Community, 
Ltd., Over Use of the Mark on Silverplated Flatware 


NE of the most important suits involving the use of a 

trademark has been occupying the time of the United 
States District Court at Albany for the past month. This 
is the action brought by the International Silver Co. 
against the Onedia Community, Ltd., involving the right 
of the use of the latter of the trade name “Rogers,” the 
Oneida Community, Ltd., having purchased in 1929 the 
factories of Wm. A. Rogers, Ltd., whose line and marks 
it continues. The complaint of the International Co. 
charges infringement of its trademark, unfair competition 
and a plan to invade its rights. 

A counterclaim by the Oneida Community, Ltd., alleg- 
ing unfair competition on the part of the International 
Silver Co., based on letters and announcements to the 
trade, was tried at the same time. 

It has been said that the suits involving the use of the 
Rogers trademark in silver in the past half century have 
probably exceeded that involving any other name relat- 
ing to a product. 

The several original Rogers firms making silver-plate 
practically all came under the control of the International 
Silver Co. after the formation of that company in 1898. 
These used such marks and trade names as “1847 
Rogers,” “Wm. Rogers Mfg. Co.,” “Rogers & Bro.,” 
and in addition some other concerns that were later 
formed in which the Rogers name was used. 

The litigation of the original Rogers firms had estab- 
lished their right to the use of the name of Rogers on 
silver-plated ware and attempts by other corporations to 
use this name proved unsuccessful. However, Wm. A. 
Rogers, about 30 years ago, then a small dealer in silver- 
plated ware, resisted successfully the attempt to restrain 
him from using his own name, and later the business was 
enlarged and taken over by a limited liability company 
of Canada known as Wm. A. Rogers, Ltd. 

This concern was not sued by the old Rogers companies 
nor their successors, the International Silver Co. In 1929, 
however, the Oneida Community obtained control of Wm. 
A. Rogers, Ltd. (which had previously taken over the 
business of Simeon L. & Geo. H. Rogers Co.) and thereby 


acquired these Rogers lines which it continued to man- 


ufacture in connection with its Community plate. 

The contention of the International Silver Co. in this 
litigation was that the Oneida Community bought Wm. 
A. Rogers, Ltd., not for the purpose of getting the tan- 
gible assets or good-will of the concern, but purely to get 
a trademark bearing the magic name of “Rogers.” 

The Oneida Community, in denying the allegations of 
the complaint, contended that in the purchase of Wm. A. 
Rogers, Ltd., it has a right to use the name “Rogers,” 
and the laches of the complainants in making no objection 
to the use of the name by Wm. A. Rogers, Ltd., for 
sO many years, estopped it from making any claim to the 
name at the present time. A motion to dismiss the com- 
plaint was denied by Judge Cooper and the taking of 
testimony has continued for about a month. 

The first witness of the complainant was William G. 
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Snow, who has been associated with the International 
Silver Co. and its subsidiaries for about 40 years, who told 
of the early history of the use of the name “Rogers” on 
silver-plated ware based on the use of it by the three 
Rogers brothers of Connecticut in 1847. He identified 
a series of assignments made to the company by the 
numerous silver-plate concerns that have grown out of the 
enterprises founded by the original brothers. 

The testimony has since then been voluminous, and 
many witnesses have been examined, including not only 
the officers of the litigants but jewelers from New York 
and other sections who have handled the so-called 
“Rogers” brands of silver plate, and who told what in 
their opinion the name meant to the public who purchase 
“Rogers” goods. 

The case was closed May 20 and briefs will be sub- 
mitted in about two weeks. Despite the vast amount of 
testimony, decision is expected from Judge Cooper within 
a short time. 

The suit is considered a most important one in the 
silver-plated trade and the decision, therefore, is awaited 
with interest. In the conduct of the suit the complain- 
ants, the International Silver Co., have been represented 
by the firm of Bartlett, Eyre, Scott & Keel and the case 
for the Oneida by the law firm of Nims & Verdi. 


EXTRA 


TEN PER CENT JEWELRY TAX 


U. S. Senate Reinserts in Revenue Bill Clause 
Eliminated by Finance Committee 








WasuinctTon, D. C., May 26.—The jewelry tax is 
back in the Revenue Bill, the Senate, today, adopting the 
10 per cent tax with an exemption of articies of less than 
$3 in value together with eyeglass frames. 

An attempt was. made to exempt silverware from the 
provisions but this was beaten by a record vote. 

(The above news came to THE JEWELERS’ CIRCULAR 
after the early forms of this issue had gone to press, so that 
the announcement on page 43 should be disregarded 
though it was true at the time it was printed.) 





The jewelry tax has been acted on in many ways since 
the bill came from the House with a 10 per cent levy on 
the sales by all manufacturers of jewelry, watches and 
kindred lines. The Senate Finance Committee first ex- 
empted silverware from the provisions of the tax, but 
later the committee reported the Revenue Bill without 
any jewelry tax whatsoever. 

On May 24, the Senate without debate or roll call, 
accepted the Finance Committee’s suggestion that the 
jewelry tax be eliminated. On May 26 the Senate took 
up the question of excise taxes again and reconsidered the 
jewelzy tax and adopted the 10 per cent levy. 
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SERVICE IN STERLING 






























Charming as the name implies. 


LE TEI LE 


This delightful new Dimes 
pattern is designed to harmo- 
nize with any style of home 
furnishing. Fianceé flatware 
and true matching hollowware 
is fashioned from heavy weight 
silver in keeping with estab- 
lished Dimes standards of 
craftsmanship. 


It is the sort of sterling silver 
that will aid the high class 
jeweler to maintain his repu- 
tation and is priced attractively 
for merchandise of such evident 
quality. 





Fianceé meets the demand for 
a new pattern of universal ap- 
peal, with prices so arranged 
that you can derive that margin 
of profit so essential to the suc- 
cessful operation of a jewelry 
store. 





RICHARD DIMES 


COMPANY 


STREET BOSTON OO 











The pendant necklace 
shown in the illustration 
at the right won first 
prize. The bracelet is the 
work of H. B. Guttman, 
first prize winner at last 
year’s exhibition. The 
dress clip is the work of 
George Marinek and the 
ring was designed by 
Frank Meissner. 


WORK OF 


‘he exhibition of the work 
of the class in jewelry design at Mechanics Institute, 20 
W. 44th St., New York, attracted the attention and 
favorable comment of leading members of the jewelry 
trade and again this year the designs submitted were of 
unusual merit. C. A. Jakobb, an experienced designer 
who instructed the class, was largely complimented on 
the results of the year’s work. 

The exhibition was held in the class room at Mechanics 
Institute on April 13 and 14. The graduation exercises 
of the school were held at the Town Hall the evening 
of April 15, as already reported in THE JEWELERS’ 
CIRCULAR. 

Six prizes were awarded to the students on the basis 
of individual achievement. “The winners were: Joseph 
Maranzani, of Jersey City, not employed, first prize; 
William Laufer, with Dinhoffer Bros., Inc., 150 Lafay- 
ette St., second prize, and Joseph Ziella, with the W. J. 
Harber Co., Inc., 516 Fifth Ave., third prize. Max 
Koener, with Shiman Bros. & Co., Inc., 234 W. 39th St., 
received first Honorable Mention, A. Peitl, with G. D. 
Sullivan, 62 W. 47th St., second, and George Martinek, 
third. 


The class is divided into two divisions, one for ad- 
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STUDENT DESIGNERS 


vanced students and one for beginners and meets on Fri- 
day nights from 7 to 9.30. Mr. Jakobb was assisted 
during the school year by William Sherwood. The fall 
term will begin Oct. 1 and Mr. Jakobb reports that all 
of the students in this year’s class have already registered 
for the next term. 

The designs illustrated and others by students of Mr. 
Jakobb’s class together with the work of students at the 
Central Continuation School, where the class in jewelry- 
making is under the instruction of Albert A. Verber, were 
exhibited at New York University on May 14. 


The class in jewelry 
design at the Central Continuation School which is lo- 
cated at 42nd St. and Third Ave., New York, was started 
on April 6. The sessions are from 9 a. m. to 12 m. and 
from 1 to 3 p.m. Mr. Jakobb is directing the designing 
work. The class is made up of young men, now appren- 
ticed to manufacturers in the trade who are studying the 
different phases of the work. The new class will study 
design only, and their designs will be executed under the 
direction of Mr. Verber. Unemployed jewelers are urged 
to register for these classes. 
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WEDDING GIFTS 


We have prepared a new line suitable for the 


Season. It is lower priced to meet conditions, 


but is of good weight 





SET NO. 1015X 





BOWL NO. 877 


Not to forget that the vacation season is at 
hand and friends about to go abroad will ap- 
preciate the gift of a Folding Spoon 





NOS. 20 AND 21 
TABLE and TEA; TEA and HALF TEA SPOONS 


CURRIER & ROBY 


SILVERSMITHS 


217 E. 38th ST. NEW YORK 








PLATED FLATWARE 
PRIZE CUPS and TROPHIES 
ELECTRIC CLOCKS 
STERLING GIFT PIECES 
ELECTRICWARES 
NOVELTIES 
CHROMEWARE 


Prompt Deliveries 


Complete Stocks 


J. W. JOHNSON 


14 MAIDEN ILVERWARE 1 W. 47th 
LANE INCE 1869 STREET 


NEW YORK 


























In America’s 
Finest Stores 











Cando Pewter Polish is 
also a good seller that re- 
peats. Write for details of 
Cando Private Label polish 


The more particular your 
customers are, the better 
they will like CANDO--the 
best-known silver polish in 
America. today. 


Samples and information on request. 


THE CANDO CORPORATION 


Cambridge, Mass. 











EUREKA NON-TARNISHING 
FLANNEL ROLLS AND BAGS 


FOR SILVERWARE 


approved and used by the 
majority of silverware manufacturers 


Samples and prices 


Every popular color carried 
gladly submitted. 


in stock for immediate de- 
livery. 


EUREKA MANUFACTURING CO., INC. 
TAUNTON, MASS. 























His Business Dream Came True 
(From page 25) 


friendliness and a warmth in our store that makes cus- 
tomers feel welcome. Our windows, for instance, with 
the exception of the two front ones, have no background 
and people passing on the street can get an interior view 
of the store. 

“We sell about as much fine chinaware perhaps as 
any store in town. But we do not overlook the fact that 
many people cannot pay prices demanded for exquisite 
imported china. At Boswell’s you can get a fine china 
service for $17. This is also true in stemware. We 
have patterns as low as $3 a dozen and as high as $120. 
You meet the demands of two very distinct types of cus- 
tomers with a price range of this character. 

“The same is true with lamps. There are lamps fea- 
tured as high as $300 and many in the lower price range. 
Tables in this department are set either with services of 
china and crystal or gifts ranging in various prices. 

“Cases used to display unusual pieces on the second 
floor gift section can be utilized for window purposes 
as well. The third floor houses the trophy room and 
three exquisite display rooms. In the Louis XIV Room 
(a replica of one of the small rooms in the Palace of 
Versailles, France) is exhibited the correct tableware, 
silver and stemware for this period. “The same applies 
to the English Room and the Early American Room. 


“We sell approximately 98 per cent of the trophies 
sold in Tulsa. We check closely the golf tournaments 
and Mr. Boswell belongs to two golf clubs which of course 
is an advantage. Then we solicit personally the trophy 
committees and ascertain how many prizes they will need, 
for what events, and how much money they have to 
spend. When we get this information we arrange a 
display in the trophy room and invite the committee to 
inspect the exhibit from which they select the prizes. 

“We held classes in the period rooms last winter of 
the Home Economics students of the high school, in which 
the head of our silverware and china department gave 
lectures on the proper china and silver to harmonize with 
certain periods. We know that many of these young 
girls had never been in our store before and definite sales 
have been checked as a result of this idea. There were 
about 35 to 40 in each class. 

“Our organization works very closely with all depart- 
ments. When a customer buys bridge or party cards 
on the first floor she is immediately referred to the gift 
section. This works as well in the diamond department. 
When we have information regarding a large wedding, 
either Mr. Boswell or myself make a personal call. This 
is not left to a salesman. 

“I think the business of the future regarding high 
priced pieces and expensive silverware will show that this 
merchandise is going to be sold by the heads of the firm. 
The old idea of sitting in an office and not making con- 
tacts with important customers has passed. 

“We have recently sent out cards on which we have 
asked husbands to fill in their names, addresses and tele- 
phone numbers, also their wives’ birthdays, and their 
children’s birthdays, advising that we would notify them 
a few days in advance of the dates so they would not 
forget these events. Our first response was not very 
encouraging but it is coming along better now.” 
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REPOUSSE 
PATTERN 


Sterling fiver 


IN FANCY 
PLAIN BACK 
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Trace maa 


er Sreacine 
€23)/000 


Schofield’s Baltimore Rose is notable for its superb 
workmanship and its complete fidelity to the rose 
motif. 

The spoons and forks may be had with plain or 
ornamental backs at the same price. 

The Baltimore Rose pattern is rose in design as 
well as in name. 

We are the only makers of the Baltimore Rose 
pattern. 


Te Ns ne cnasaaeonsetaowtad $9.00 doz. 
Tea Spoons, Medium................. 10.00 doz. 
SIRs an cccccdseccdaneees 21.00 doz. 
I NS os cwacancesnqesequses 24.00 doz. 
| ee re Bo 11.00 doz. 
Ce NS ok cas we cndadapaceuas 8.00 doz. 
IIIS ©. 6 04 & cnc dewedaeee 12.00 doz. 
fl See eee ee 15.00 doz. 
Cen TRIN on a 5 5 on oa hos ncce een 15.00 doz. 
ee OE Ee 18.00 doz. 
Se I Sad 5 oid cbedisscteat 1.25 
po Se ee Ses 2.00 
CITING 6 ow cond. cacecncseuacequc 2.25 
Gt I oo 6 cand cckeeesadetuccus 3.25 
Cs I os en xcnuccudcdierenauus 1.25 
RICO 44. cc ee cadankuneend ener -75 


Retail Prices—Subject to Discount 


We make a complete line of tea sets and dinner 
sets repoussé chased. 


Matching odd pieces in Sterling Silver our specialty. 


The Schofield Compan 


Designers and Makers of Sterling-Silverware 


Joseph D. Little, Manager 
Baltimore, Maryland 


Established 1871 














Prices—Attractive 









































Silver positively cannot 
tarnish in these... 








Design Patent No. 85613 
U. S. Patent No. 1,791,594 
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The Original and Only 


[ARNISH ROO 


LVERWARE | CHEST 











As Advertised in, and Guaranteed by 


Good Housekeeping 








DO NOT CONFUSE 
Silverseal Tarnish Proof Chests which have 


now kept silver from tarnishing for nearly seven 
years on account of Patented Treated Lining 


WITH 


just Anti-Tarnish or Non-Tarnishing Chests 
the lining of which when new is free from sul- 
phur but has NO power to kill the sulphur fumes 
in the air which come into the chest and tarnish 
the silver. 


You had better supply your market before someone 
else does. 


RETAIL $2.00 to $20.00 


Write for catalogue of complete line and prices. 








associated Silver Company 


4452 Ravenswood Ave., Chicago 
E. & A. Gunther Co., Limited 
Brantford, Ontario, Canada 
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The Quest for Synthetic Diamonds 
(From page 39) 





composition was impossible. Accordingly, Hoffmann cop. 
cluded that it is doubtful that synthetic diamonds had 
actually been produced by Ruff, or by any other invegtj. 
gator. Hoffmann also pointed out that in the future qj] 
material which is claimed to be synthetic diamond myy 
be subjected to the Becke line test, and, if there is a yf. 
ficient quantity available, also to x-ray and chemical 
analyses. 


Even prior to the publication of the paper by Hoffmann 
serious doubt had been expressed that synthetic diamond 
had ever been made. This was done by Dr. Reinhard 
Brauns, Professor of Mineralogy in the University of 
Bonn, Germany, and the leading authority of continental 
Europe on gems, for in an address given at Giessen, Feb, 
8, 1930, he stated emphatically that conclusive proof had 
never been advanced that synthetic diamonds had ever 
been made. 

In a more recent article, which appeared in the 
Kolnische Zeitung, Nov. 7, 1931, Professor Brauns re. 
viewed the various attempts that have been made to pro- 
duce the diamond artificially and summarized the results 
as follows: “It is possible that the artificial production of 
microscopically small diamond crystals in extremely 
minute quantities has been successful, but in no case has 
this been proven conclusively.” 


i. considering the 


possibility of producing the diamond artificially, Profes- 
sor Brauns believes that not only is high temperature nec- 
essary, but also that enormous pressure must be exerted at 
the same time. At present the apparatus which is avail- 
able for the production of high temperatures, does not 
permit of the application of high pressures. On the other 


.hand, high pressure apparatus has been devised but with- 


out the simultaneous use of high temperatures. Means 
for the simultaneous application of high temperatures and 
pressures would need to be invented and that involves 
great difficulty. 


When apparatus can be constructed that will permit 
of the use of both of these highly important factors, under 
accurately controlled conditions, the chances for success 
will be greatly increased. 

To actually produce material, however small and dirty 
in appearance, that could be positively identified as the 
diamond would be a great achievement. But the pro 
duction of material of sufficient size and quality to be 
suitable for gem use would certainly involve long and 
very costly experimentation. 

From the foregoing brief summary of the various ex 
periments which have been made, and from the authorita- 
tive statements of Hoffmann and Brauns, it should be 
clear to those interested in the diamond that all reports 
appearing in the public or scientific press must be scrv- 
tinized with great care before credence is given to the 
actual artificial production of the diamond. I agree fully 
with Professor Brauns that the diamond may have been 
made synthetically but that incontrovertible proof of such 
production has never been advanced, and further, that it 
is not probable that sizable material of gem quality , will 
be made in the very near future. 
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During the three months of broadcasting in 

the Spring, this store discusses for the gradu- 

ate and for the bride. This of course, includes 

not only watches and jewelry but silverware, 
glass and chinaware as well. 














| 


Twice a Day 


Morning and Afternoon 
This Store Talks 


About Its Merchandise 


OVER THRE! 


Radio advertising during 
six months of the year is proving decidedly profitable for 
the Hoffman Jewelry Co., Marshalltown, Iowa. For sev- 
eral years this firm has been broadcasting a few minutes 
every day from the middle of March through June, and 
from the first of October until Christmas. Results? 
Plenty! An increase in sales running between 10 and 15 
per cent, according to Mrs. Lily Hoffman. 

This advertising over the air does not necessarily coin- 
cide with that done in local newspapers or by direct mail. 
In fact, it is just something “extra,” and its worth has 
been proved. 

Twice a day, morning and afternoon, this store talks 
about its merchandise from the local radio station. The 
chats are interesting and brief, never running more than 
200 words in length. The same copy is used both times 
and discusses only a very few items. 

“We try to make these talks not only informative but 
interesting as well,” says Mrs. Hoffman. “We know 
that people are listening to them for we have had them 
come from considerable distances to inquire about cer- 
tain items which we have mentioned. 

“When we first opened our gift shop we advertised 
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it by radio and between 30 and 50 people called every 
day during the first week in response to this publicity.” 

In addition to the 200 words broadcast twice a day, 
this firm offers a musical program two evenings a week, 
lasting 15 minutes. Local talent is secured sometimes, 
though very often the selections are phonograph records 
from a well-known watch concern. Very interesting tales 
are told and fine musical numbers given on these records, 
and the public has voiced its approval a number of times 
to Hoffman’s. 

During the three months of broadcasting in the spring 
this store discusses merchandise for the graduate and for 
the bride. Of course, this includes not only watches and 
other personal jewelry but silverware, glassware, and 
china as well. 

The last three months of the year are devoted to 
Christmas suggestions which, of course, include every- 
thing in the store. 

“No prices are quoted,” explains Mrs. Hoffman. 
‘Were we to give them some, customers might be fright- 
ened away. If they don’t know and they come in to buy 
they will look at other things if the items they originally 
wanted are out of their price range.” 
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ANOTHER GREAT 


ACHIEVEMENT 


Sterling Points the Way 


to Increased Profits 


“STERLING SILVER is one of those few standards of 
quality which Merchants and Public alike can always 


accept with confidence.” 


N THE GREAT AMERICAN WATCH 
O WITH STERLING SILVER CASES 


Giving you a Quality Watch in precious metal tarnish- 


resisting case to compete with watches of lower. jewel 





content and cases of nondescript metals—chromium, 


—— nickel and what not. 


A NEW LOW PRICED QUALITY PRODUCT 


Write to us or your distributor for details 
(CASES BY WADSWORTH WATCH CASE CO.) 


ILLINOIS WATCH 


Springfield, Illinois 








QUEEN ANNE 
$32.50 


— 


























Watch Repair Charges as Shown by Survey Made by 


the New Jersey Retail Jewelers Association 


dd 
W hat do you charge The New Jersey Retail Jewelers’ Association recently 
for a good general order repair job?” is a question which completed a survey based on the returns of a questionnaire 
often comes up when two or three jewelers get together covering 12 points of vital interest to the retail jeweler 
to talk over business. who operates a repair department. Here are the results 
“How much do you pay your watchmaker?” and formulated from the figures supplied by 58 retail 
“What do you expect him to produce?” are also questions jewelers in different sections of the state who are active 
which demand much attention these days. members of the New Jersey association. 
1. Do you do your own watch repair work?........... 0. cece ee eee eee ae No—14 
* Ds you ennploy 0 watcheumber fall titte?.. ....«.« .- 266s cece eens seunieiiea sce eeReaenwas Yes—26 No—19 
| Me MPP TTTTTITET LECT EC TTE CCITT ET TTT TT eT eT ee Average 2 
% De you cond your watch repels work Gt? ............6 0 ces is ctsnncsee cece eeneeae Yes—19  ... No—28 
4, If you employ a watchmaker, what do you consider a fair weekly wage for a man able to handle properly the general 
AMIE. 6 is ws wats giawnee aw xara eas ae ane ld eeee eee lowest, $30—highest, $70—average wage, $45 
5. How much do you expect your watchmaker to produce per week?........ lowest, $60—highest, $115—average, $85 
6. What do you charge for a general good order job (including polishing pivots, etc., but no material supplied) on: 
Lowest Highest Average 
(a) pocket watch, medium grade............... $2.00 $6.00 $3.50 
pocket watch, 17 jewels or better........... 2.50 7.50 5.00 
(b) gents’ strap watch, ordinary grade.......... 2.00 6.00 3.50 
gents’ strap watch, high grade.............. 2.50 7.50 3.50 
(c) lady’s wrist watch, ordinary grade.......... 2.00 6.50 4.00 
lady’s wrist watch, high grade.............. 2.50 10.00 5.00 
7. What do you charge for a new balance staff (not including jewels) in a: 
(a) pocket watch, medium grade............... $2.00 $5.00 $3.50 
pocket watch, 17 jewels or better........... 2.00 7.00 3.50 
(b) men’s strap watch, ordinary grade.......... 2.00 5.00 3.00 
men’s strap watch, high grade.............. 2.00 7.00 4.00 
(c) lady’s wrist watch, ordinary grade.......... 2.00 6.00 3.50 
lady’s wrist watch, high grade.............. 2.00 8.00 4.00 
8. What do you charge for a mainspring in a: 
(a) pocket watch, medium grade............... $1.00 $2.50 $2.00 
pocket watch, 17 jewels or better........... 1.50 3.50 2.50 
(b) men’s strap watch, ordinary grade.......... 1.00 2.50 2.00 
men’s strap watch, high grade.............. 1.50 3.50 2.50 
(c) lady’s wrist watch, ordinary grade.......... 1.00 3.00 2.00 
lady’s wrist watch, high grade.............. 1.50 3.50 2.50 


10. 


11. 


12. 


. What do you charge for fitting a new crown and stem to the average wrist watch? 


lowest, $1—highest, $3—average, $1.75 


What do you charge for round crystals? 
Low High Average 
Tn ee arr rT 25 cents 50 cents 35 cents 
Se EE vy a4 sae ons-06 se nae eee 25 cents 75 cents 50 cents 
2 ee ee 25 cents 75 cents 50 cents 
What do you charge for fancy shaped crystals? 
' Se ER bch ah oae- regu hese ns Salento 50 cents $1.00 80 cents 
Te reer ere 50 cents $1.50 $1.00 
What method do you use in urging customers to call for watches when ready? 
WUE ini drawdown ogo n bn bane we'bakdk 2300 4seanr ere eee 5 
Rs io 43 cr wdeereenicieneee dias aot ; aaa a weet neue Meee kee 25 
Ee Ee OE OR ne ere Ee ey re er 10 
SO CU on os din ce Renee sss sk osededehveeekent senna eee 7 
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HAWKES 
CRYSTAL 


MEETS DEMAND 
FOR QUALITY 


O meet the 

demand for 
quality, grace and 
simplicity, in a 
moderately priced 
line of Rock 
Crystal stemware, 
the Puritan pat- 
tern illustrated 
above is meeting 
with the hearty 
approval of the 
jewelers through- 
out the entire 
country. If not 
already in your 








Here are the newest items in Old. 


fashioned and regular cocktail and 
whiskey glasses as manufactured and 


imported exclusively by Pavelco. 


Send for our latest illustrated leaflets, 


F. PAVEL & CQ. 


15 West 37th Street 
New York, N. Y. 


Representatives 
J. W. Bakster, Inc., Suite 1509, Merchandise Mart, Chicago, Ill. 
W. F. R. Turner, 437 So. Kenmore Ave., Los Angeles, Cal. 
E. Wanda Baker, Room 545, 225 Fifth Ave., New York City 








stock, please write 





for information 
regarding this and 
other low - priced 
lines. 


HAWKES 


As in our More expensive 


Crystalware, QUALITY is 


the prime consideration, 
combined with artistic lines 
and exquisite workman- 


ship. 
T. G. HAWKES & CO. 


Makers of Rock Crystal Glassware for 
Over Half a Century 


CORNING,N. Y. 


New York Office 
542 Fifth Avenue 


Pacific Coast Office 
643 South Olive St. 
Los Angeles 

















NEW YORK'S 
BIGGEST VALUE 
e FINE ROOM axa BATH e 
S 50 
SINGLE 
S OO 


DOUBLE 
New York, 100 feet West of Broadway 
yet quiet and cool. Each room has 
bath, circulating ice water, electric fan, 
Beauty-rest mattresses, exceptional 
furnishings and atmosphere. 


Hotel 
Piccadilly 


227 WEST 45% ST. NEW YORK 


























The Gemological Society, the Growth of an Idea 
By BEATRICE W. BELL 


Five years ago 
a well-known retail jeweler was in a sanitarium broken 
in health. He knew that the business he had given his 
health to develop was doomed. How could he come back? 
A previous suggestion from the gem-authority, Professor 
Wade, came to him. He now had a goal—England, and 
the study of merchandise he had sold, but of which, as 
other jewelers, he had little accurate knowledge. Two 
years’ study in Europe, and Robert M. Shipley returned 
with a coveted degree in Gemology given by the National 
Association of Goldsmiths. 

Gemology was not new in America. At Columbia 
University Doctor Kerr had conducted well-attended 
classes for years. California jewelers and others had de- 
sired this instruction, but time and distance prevented. 
Because of their vision Robert Shipley gave up his original 
plan to use his knowledge in his own business. The Uni- 
versity of Southern California offered classes by Mr. 
Shipley, who continued an intensive research work. 

His students organized the Gemological Society. At 
14 consecutive meetings it has been addressed by scien- 
tists. Over 140 Pacific Coast jewelers entered classes. 
Education had proved practical. Increased sales resulted. 
Ethics improved and the jeweler was becoming recognized 
as a professional man. If education reached the public, 
the resulting demand would produce even more sales. As 
individuals this seemed impossible. They instinctively 
turned to Shipley. 

The Gemology Idea was born. The Gemological Insti- 
tute of America was formed. Sustaining members of the 
Institute in 30 cities began the education of their own 
public, using educational traveling window exhibits of 
diamond replicas, rough gems and diamond-cutting equip- 
ment and delivering prepared gem lectures in clubs and 
schools. Rental from these features supplied income. Be- 
ginnings were simple, almost crude—a small, practical 
laboratory, lecture room and office. The development of 
the mail course became the goal. 

Education always wins. ‘The gemology idea crossed 
the Rockies. This spring a score of the most important 
retailers became sustaining members. Almost without 
exception the head of the firm and three others have en- 
rolled in both gemology and diamond mail courses. 

The gemology course, also the Columbia course, pre- 
pares for examination for the Gemological Society mem- 
bership, and either course and the diamond course for 


the Institute’s certificate in the theory of gemology (Cer-. 


tified Gemologist). The next few years may see many 
firms featuring certified gemologists. 

Doctor Kerr, Columbia’s mineralogical chief, will act 
on the examining board of a nationally expanded Gemo- 
logical Society. Other members are Professor Wade and 
_ Robert Shipley. Committees in Chicago and St. Louis 

will sponsor society chapters. Scores of men throughout 
America are preparing to qualify for membership. 

A temporary national committee of sustaining mem- 
bers will assist in the direction of the development of the 
Institute. Headed by Godfrey Eacret of San Francisco, 
others already appointed are: Messrs. Dougherty of Hud- 
son’s, Minneapolis; Esser, Milwaukee; Everts, Dallas; 
Heitkemper, Portland, Ore.; Herschede, Cincinnati; 
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Keating of Grogan’s, Pittsburgh ; Thurber of Providence; 
Peacock, Chicago; Hardy, Pittsburgh and Voght of Hess 
& Culbertson, St. Louis. 

Dealers also have shown an interest in the education 
of their travelers and have affiliated as contributing 
members. Scholarships covering different courses and 
territories have been presented by Milhenning, Chicago, 
Eisenstadt, St. Louis, and Apffel, Los Angeles. 

The depression has resulted in increased activity in the 
Los Angeles headquarters of the Institute for many be- 
lieve the gemology idea to be the salvation of the trade. 

One hundred mail students have recently enrolled. The 
small office is humming with activity answering inquiries. 
The Institute believes firmly in the gemology idea—that 
in a new economic order increased sales of diamonds and 
gems will result from the education of the public in gem 
appreciation by certified gemologists. The jewelers of 
America want this education and the Institute is prepared 
to furnish it. 





National Wholesale Jewelers’ Association Holds 
Two-Day Convention at Washington, D. C. 


WasuinctTon, D. C., May 26.—As THe JEweLeErs’ 
CIRCULAR goes to press this city is again the scene of a 
jewelers’ convention, this time of the National Wholesale 
Jewelers Association whose members assemble today at 
the Mayflower for a two-day session. The proceedings 
open this morning with the address of President Jacob 
Engel and the report of Secretary George Fernley, while 
A. C. Mayer, president of the Maryland-Delaware-Dis- 
trict of Columbia Jewelers’ Association is expected to 
welcome the jewelers and also say a few words. 

The high lights scheduled for the morning session are 
an address on “Business Conditions,” by T. Albert Potter, 
president of the Elgin National Watch Co., an address on 
“The Present Status of the Trade Practice Conference,” 
by M. Markham Flannery of the Federal Trade Com- 
mission and a characteristic address by H. L. Carpenter 
of Providence, on ““The Type of Cooperation Essential in 
Our Industry.” William G. Frasier of Durham, N. C., 
is also expected to talk on the industry’s problems from 
the retailers’ standpoint. 

The entire afternoon session, according to the schedule, ' 
will be devoted to a discussion on the Government’s survey 
of the wholesale jewelry industry, and among the prin- 
cipal speakers are Dr. Frank M. Surface, Assistant Direc- 
tor of the Bureau of Foreign & Domestic Commerce; 
Howard C. Dunn, Chief of the Marketing Research Divi- 
sion; E. B. George, Chief of the Marketing Service Divi- 
sion and Edwin Bates, the Bureau’s Pacific Coast Repre- 
sentative. 

At the banquet tonight, President Engel will preside 
and the speaker of the evening now scheduled is the Hon. 
John J. Esh, former chairman of the Interstate Com- 
merce Commission. 

Tomorrow (Friday morning) addresses and discus- 
sions will be the order of the day. C. A. Mealy of the 
Hadley Co. will start it with a talk on “Selective Dis- 
tribution,” which is expected to bring out many views and 
this will be followed by a discussion on the subject: “The 
Competition of Retailing Wholesalers.’””’ G. H. Niemeyer, 
chairman of the trade’s Special Committee on Taxation, 


(Turn to page 87) 
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The Patrpoint Corporation, ew Bertor, Mass. 


150 Post St., - San Francisco 


NEWCASTLE PATTERN 


SILVERPLATE of QUALITY is always in demand, especially the Old English reproductions. Our Newcastle 
pattern features the Gadroon Border, which came into fashion in England at the end of the Seventeenth 
Century. This pattern has beauty, simplicity and quality at a moderate price. Write Now for Prices. 








OLD JEWELRY 


ACCURATELY 
REFINED 


SEND your old jewelry, 
sweepings and polishings to 
us. We recover the platinum 
and palladium as well as the 
gold and silver. Our prompt 
check covers the allowance 
of ALL the precious metals in 
your scrap. 


SPYCO ° 


SMELTING & REFINING CO. 


51 So. Third Street MINNEAPOLIS, MINN. 























Ys Y In the Grand YY 
——}) Central Section & 


—F MONTCLAIR | 


Tuband Shower Lexington Ave. 


$2 to *5 | 49th to 50th St. 


per day New York City 
For 2 Persons New York’s newest and finest Hotel 


800 Rooms’ 8:00 Baths 


Radio in Every Room 


3 minutes’ walk from Grand Central, 
Times Square, Fifth Avenue Shops 
and most important commerciak 
centres, leading shops and theatres, 
10 minutes to Penn. Station. 


Grand Central Palace 
only 2 short blocks away 


S. Gregory Taylor, 
President 
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No One Can Tell Me 
(From page 23) 


manager was doing his best to instruct his men in sales- 
manship and courtesy, calling attention to specific faults 
that had been noticed and recommending better methods. 

“Yet what usually happens at these meetings? The 
old experienced salesmen listen with semi-deaf ears. Their 
faces have a bored look and their minds are grumbling, 
‘This is probably good stuff for these new inexperienced 
men. But me—say, I’ve sold jewelry for 20 years! 
I’ve heard all this a hundred times! I don’t see why I 
have to waste my time coming to these meetings anyway!’ 

“The younger men have an entirely different reaction, 
more like, ‘This is good stuff for me/ [I'll certainly try 
that out on every customer.’ 

“Yet the facts are, Don, these lectures are made neces- 
sary more by the bad habits of the experienced men than 
by the younger men’s inexperience. 

“The same thing applies to a good many store owners 
—not all just some. I have watched them turning the 
pages of their business paper. ‘They come to a story, 
‘How John Jones Doubled His Silverware Sales,’ or 
‘Sam Smith Seldom Misses a Watch Customer.’ 

“The men who know all about selling watches and 
silverware are very likely to keep right on turning pages 
with, ‘Bunk! Some young whippersnapper is always 
telling other jewelers how to run their business.’ 

“But the less experienced man will probably break out 
with, ‘I’m going to read that! If he can do it maybe I 
can, too.’ 

“Come, come, Old Vet!” Patty expostulated. ‘“You’re 
getting too radical in your old age. Nobody, not even 
you, can tell me that experience is a liability instead of an 
asset to a jeweler.” 

The Old Veteran smiled and smoothed his voice down. 
“T’ll admit I have told a one-sided story, for experience 
is the very foundation of every jeweler’s success. 

“Still, I insist experience in itself is not a teacher. Ex- 
perience merely provides the opportunity to learn, the 
opportunity to analyze your own faults, the opportunity 
to observe and imitate the more successful merchants, the 
opportunity to absorb the technical details of jewelry, the 
opportunity to study the public and know its needs. 

“Take any phase of merchandising, say window display, 
for instance. Two jewelers side by side may both trim 
windows for 15 years. At the end of that time one man 
would have learned quite definitely just what kind of 
displays would pull business. The other would still be 
filling his window full of goods very nearly the same as 
he did 15 years previously. Yet both had the same amount 
of experience. 

“As you accumulate experience I hope you never feel 
that ‘Nobody can tell me how to run my business! The 
really big fellows, you know, spend big money hiring men 
to tell them how to run their business. 

“And why do employers prefer young men? Because 
they value the enthusiasm of youth more than the expe- 
rience of middle age. 

“But the man who succeeds best, either as a merchant 
or a salesman, is he who is still full of youth’s enthusiasm, 
youth’s vigor, youth’s eagerness to learn, to experiment 
and to improve, after years of service have endowed him 
with experience. 
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WATCH STRAP 


IT CAN'T SPLIT 
BECAUSE IT’S 


OL Lod fd Fo 


ORDER FROM 
YOUR 
JOBBER 


Y) MADE OF 
FINEST 


LEATHERS 


ONE PIECE /f WRITE FOR 
END FREE 


NO STITCHING 
TO BREAK NVIDIA: 


STRAP 


l- 


-SAUER SCO. 


MANUFACTURE 
439 RACE ST*CINCINNATI 
NEW YORK OFFICE*307 FIFTH AVE. 











239 West 39th Street 








LEARN ENGRAVING 


Learn how to lay out attractive monograms 
and how to engrave them, how to do cellu- 
loid engraving and fillng in engraving. 
Wm. Kassel’s “Short Course in Engraving 
for Jewelers” tells you how. 


It also gives full instructions for Making 
Wax Colors, “Tinting,” Raised Gold and 
Silver Letters on Celluloid, The Care and 
Sharpening of Gravers, etc., etc. Interest- 
ing, instructive, illustrated. Order a copy of 
this valuable booklet today. Send fifty cents 


to— 


THE JEWELERS’ CIRCULAR 
New York, N. Y. 

















60 THE JEWELERS’ CIRCULAR June, 1939 


New Window Displays That Sell Jewelry 


The exquisiteness of these displays 
gives greater selling appeal and 
finer value to every piece. 


All displays shown are made with 
easel back,—with place for price 
tag, and display your merchandise 
to the best possible advantage. 


They are made in Mahogany, Wal. 
nut, Ebony, Silver and Gun Metal 
Bronze Finishes, with finest grade 
of French velvets and can be had 
in black, purple, blue, gray, cerise 
and jade green. 








Write for catalog or order through 
your jobber. 


PRODUCTS 


WESTERN TRAY & CASE COMPANY 


423-429 PLUM STREET EST. 1864 CINCINNATI, OHIO 














Know Your Merchandise 


’ + “GEM-STONES,” by G. F. Herbert Smith, gives a clear, 

[ concise, but very comprehensive survey of the various 

Orrec ion precious and semi-precious stones used for ornamental 

purposes. Written in a most interesting and instructive 
manner by an Assistant Secretary of the British Museum 
; ’ and a world authority, it presents the history and tech- 
After the May issue of THE JEWELERS CIRCULAR nology of gems, tells what they are, where they are found, 


had gone to press it was discovered that in our rl ate fashioned, and how they may be dis 


; j It offers the jeweler 2nd his clerks an excellent means of 
advertisement on page 9 an error had inadvertently — pas en themselves with this eae | ong 
. : and provides the answers to many questions as y cus- 
been made. In the letter carrying the caption tomers. Fully indexed, it makes an excellent reference book. 
Over 300 Pages; many tables, plates, and illustrations. Price 


“Thank you, Mr. Levy,” the first three lines in the $3.00. Order your copy today from— 

second paragraph should have read: “In view of THE JEWELERS’ CIRCULAR 

the many years of my professional relationship with 239 West 39th St. New York, N. Y. 
the efforts made both by the National Wholesale 
Jewelers’ Association, and by the American National WARNING TO THE TRADE 
Retail Jewelers’ Association.” The error occurred Beware of the INFRINGEMENT upon our Protection and Security 
: bad ; ; Ring Guards. The PROTECTION RING GUARD is sold on cards 
in omitting the name of the latter organization. of one dozen in assorted sizes, with patent dates clearly printed, 


In fairness we make this correction. and name “Protection” trade-marked. 


J. R. WOOD & SONS, Inc. 


Established 1850 


MAIN OFFICE AND PLANT | 
1325 Atlantic Ave., Brooklyn, N. Y. | 








The Lion Safety Pin Clutch Co., Ine. 


20 West 22nd Street, New York, N. Y. 











REEVE & MITCHELL CO. 


SINCE 1898 
NOAMRUAT OTA 
FLANNEL BAGS and ROLLS 


L110 Sansom Street Philadelphia. Pa. 


NEW YORK CHICAGO PARIS 
15 Malden Lane 29 E. Madison Street 48 Rue Lafayette 


AMSTERDAM Sarphatistraat 47/55 
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Maryland, Delaware, District of Columbia Convention 





Eighteenth Annual Gathering Held at Washington, D. C., May 1, 
2 and 3—Watch Trade Conditions Reviewed 
—Officers Elected 





WasuincTon, D. C.—A. C. Mayer of 
Washington was elected president of the 
Maryland, Delaware and District of 
Columbia Jewelers’ Association at the 
18th annual convention at the Mayflower 
Hotel, May 1, 2 and 3. Other officers 
named were J. T. Montgomery, Wil- 
mington, first vice-president; E. D. Stur- 
mer, Easton, second vice-president; J. H. 
Levi, Baltimore, secretary and William 
H. Wright, Washington, treasurer. Balti- 
more was selected as the next meeting 
place. 

A reception and dinner was held Sun- 
day evening. Dr. Thomas H. Healy, as- 
sistant dean of George Washington Uni- 
versity, was the chief speaker. A musi- 
cal program followed. 

President A. J. Sundlun opened the 
first business session on Monday morn- 
ing. Louis Rothschild, director of the 
Better Business Bureau, Washington, 
D. C. gave an address on “Better Busi- 
ness Methods for Better Business” and 
was followed by G. H. Niemeyer presi- 
dent of the Jewelers’ Security Alliance 
and chairman of the Special Committee 
on Taxation of the Jewelry Industry. In 
speaking on the topic, “What Can We 
Do?” he reviewed present business con- 
ditions and urged that, jewelers must be- 
come realists and face the new situation 
confronting them at the present time. 


I have preached the practical side of 
the business problem for two years, said 
Mr. Niemeyer, “I have insisted that men 
in business must face the facts and not 
wait too long before doing it. Either they 
are afraid to face them or they don’t 
know how to go about it. Let us become 
realists, get hard-boiled. . . .” 

On Monday afternoon President Sund- 
lun discussed conditions which have ex- 
isted.in the watch trade, pointing out how 
the retail jewelry business has been ef- 
fected. 

Representatives of watch manufactur- 
ing companies were invited to speak and 
addressed the convention in following 
order: W. H. Fowlie, Elgin National 
Watch Co.; Eugene T. Rowe, Gruen 
Watchmakers’ Guild; W. R. Atkinson, 
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Hamilton Watch Co.; Frank A. Johnson, 
Illinois Watch Co. 

William G. Frasier, past president of 
the A. N. R. J. A., the next speaker, also 
discussed conditions in the watch trade. 

Bartley J. Doyle, Philadelphia, urged 
that the credit situation in the jewelry 
trade be corrected now. He also sug- 
gested the cutting down of designs and 
sizes of watches and urged the jewelers 
not to lose faith in the industry. 

Roe Fulkerson acted as toastmaster at 
the banquet held Monday evening and 
the principal speakers were Merle 
Thorpe, editor, Nation’s Business and 
Meyer D. Rothschild who briefly outlined 
the jewelry tax situation. 

At the opening of the Tuesday morning 
session, Acting Secretary Levy read a 
letter from the Chicago Jewelers Associa- 
tion concerning the World’s Fair and the 
proposed diamond exhibit. 

William McChesney of the Gorham 
Co. made an interesting address on dis- 
tribution, outlining the Gorham policy 
and stating that they were happy that 
they had discontinued the services of the 
wholesaler. 

Jacob Engel, president of the National 
Wholesale Jewelers’ Association, said 
that manufacturers who had dispensed 
with the services of the wholesaler sev- 
eral years ago are now glad to resume 
their relations with the wholesaler. He 
was of the opinion that the watch manu- 
facturers had been rather lax in their 
policies and that they had passed the 
“buck” to the wholesaler. He extended 
a hearty welcome to all to attend the 
forthcoming convention of the National 
Wholesale Jewelers’ Association to be 
held in Washington. 

It was decided to hold the 1933 con- 
vention in Baltimore. George Kleitz 
made a report on last year’s convention 
and he was highly praised for his 
achievement. 

Officers were then elected and follow- 
ing the morning session a visit was paid 
to Mount Vernon. 

Retiring President Arthur J. Sundlun 
was presented with a handsome silver 
humidor as a token of esteem. 
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Georgia and Tennessee Jewelers Hold 
Joint Convention 


ATLANTA, Ga.—R. C. Schneider, of R. 
C. Schneider & Son, was elected presi- 
dent of the Georgia Retail Jewelers’ As- 
sociation at the close of a two-day ses- 
sion of the jewelers of Georgia and 
Tennessee on Wednesday, May 11. 

Other officers elected were J. Tom 
Cook, of the Pekor-Cook Co., Macon, 
first vice-president; Fred R. Seeley, of 
the Maier & Berkele-Gorham Co., At- 
lanta, second vice-president and Lawrence 
Holzman, of Holzman’s, Inc., Atlanta, 
secretary and treasurer. 

The meeting was featured by addresses 
by Fred R. Seeley on “Jewelry Merchan- 
dising” and by T. H. McClure, regional 
vice-president of the American National 
Retail Jewelers’ Association, on “The 
Jewelry Business—Past, Present and 
Future.” A report on the activities of the 
Atlanta Retail Jewelers’ Association dur- 
ing the past year was presented by R. C. 
Schneider, and question boxes at the close 
of each session proved of interest. 

The two associations listened to a re- 
port on the advantages of a 100 per cent 
mark-up on silverware, at the conclusion 
of which the secretary of the Georgia as- 
sociation was instructed to gather infor- 
mation on a 100 per cent mark-up and 
submit it to members at intervals. 

Entertainment features consisted of two 
luncheons at the Hotel Ansley, where the 
convention was held; a golf tournament 
at the East Lake Country Club, and a 
banquet and dinner dance at the Hotel 
Ansley roof-garden. 


TENNESSEE JEWELERS NAME OFFICERS 


C. C. Breese, Franklin, Tenn., was 
elected president of the Tennessee Retail 
Jewelers’ Association at a special meet- 
ing following the joint meeting of the 
Georgia and Tennessee jewelers. 

Three vice-presidents for the associa- 
tion—one from each section were chosen. 
J. T. Orr, Memphis, for West Tennessee ; 
John Coles, Nashville, for Middle Tenn- 
essee, and J. E. Diddle, Johnson City, for 
East Tennessee. 

The following directors were elected 
for the coming year: Mrs. Ira Bolton, 
Athens; Ira Templeton, Chattanooga; 
W. H. Cotham, Columbia; E. C. Free- 
man, Huntington; E. E. Taliaferro, Jack- 
son; James Carson, Knoxville; S. H. 
Cayce and Mrs. Wooten, Memph‘s; Fred 
Goldner, Nashville; A. H. Ruth, Shelby- 
ville, and R. S. Baxter, Trenton, Tenn. 
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THINGS THAT ENDURE 


Are Built From Lasting Materials 


HE National Jewelers Mutual Fire Insur- All retail, wholesale and manufacturing 
ance Company has endured many of the jewelers, opticians and their employees are 
country’s great conflagrations and to the pres- eligible to this coverage. 
ent time policyholders in the jewelers own com- Since 1922 the dividend on fire policies has 
pany have saved nearly a half million dollars been 40%, on windstorm policies, 20%. These 
by carrying their fire and windstorm insurance savings form a handsome profit on your in- 
with us. surance investment. 


NATIONAL JEWELERS MUTUAL FIRE INSURANCE COMPANY 
MILWAUKEE, WIS., 954 No. Third St. NEENAH, WIS., State Bank Building 
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Jersey Jewelers Urged to Buy Old Gold 


Members of State Association Told of Campaign to Stimulate 
Business—T rade Forums Advocated—Election of Officers Deferred 





Atiantic City, N. J.—‘Hold periodical 
merchandising clinics or forums and dis- 
cuss new methods of increasing your 
business,” was the advice of Dr. W. R. 
Doubman, associate professor of merchan- 
dising at the Wharton School of Finance 
and Commerce, University of Pennsyl- 
yania, to the retail jewelers of New Jer- 
sey at their 23rd annual convention held 
May 15-16-17 at the Hotel Madison, in 
this city. Dr. Doubman discussed in de- 
tail the modern problems of the retail 
merchant. Nearly 100 retailers, whole- 
salers and manufacturers registered at 
the convention. 

The convention opened Sunday evening 
with a shore dinner in the solarium of 
the hotel. P. J. Coffey was the speaker 
of the evening. The annual banquet was 
on Monday night in the main dining 
room. Theodore Frost, retailer of Irving- 
ton, N. J., officiated as master of cere- 
monies. Dancing followed the dinner on 
both Sunday and Monday evenings. 

The convention was formally opened 
on Monday with the president’s address 
by Mr. Walsh, who reviewed the accom- 
plishments of the association during the 
past year. Mr. Walsh laid special em- 
phasis on the fact that the association 
had doubled its membership in that pe- 
riod, bringing the total enrollment up to 
more than 150. 

Other speakers included Fred. W. War- 
riner, S. Borgzinner Co., New York; 
P. J. Coffey, president of the National 
Jewelers’ Publicity Association, Bartley J. 
Doyle, president of the Keystone Publish- 





ing Co., and P. M. Fahrendorf, general 
manager of THE JEWELERS’ CIRCULAR. 

In his address, “Something of Value,” 
Mr. Doyle stressed the importance of 
organization, later answering questions 
on related subjects. Mr. Fahrendorf, 
among other things, told about the cam- 
paign to place in circulation the old gold 
which now reposes in the trinket boxes of 
the nation. It is estimated, he said, that 
the 30,000,000 families in the United 
States have in their possession in the 
form of old gold and broken jewelry a 
total of more than $400,000,000, or about 
$15 per family. He urged the jewelers to 
take advantage of this campaign and to 
advertise to their customers that there is 
a market for the gold in such trinkets. 

President William P. Walsh, took up 
this theme, telling of the outstanding suc- 
cess he had had in buying old gold from 
his customers. 

On Tuesday morning resolutions were 
adopted endorsing A. N. R. J. A., the 
National Jewelers’ Publicity Association, 
and the Capper-Kelly bill. Other resolu- 
tions expressed regret at the deaths of 
Conrad J. Brotherly and Edwin F. Lilley, 
both past presidents of the national asso- 
ciation. Election of officers was deferred 
until the monthly meeting of the associa- 
tion in June. 

A committee, consisting of B. A. Weber, 
H. V. Paul and August J. Jaeckle, was 
appointed by President Walsh to look into 
the possibilities of a stronger organiza- 
tion under the guidance’ of a ‘paid execu- 
tive secretary. 








Precious Stone Dealers Adopt Uni- 
form Birthstone List of 
Manufactured Stones 


Due to a general demand from manu- 
facturers, wholesalers and retailers for 
a uniform birthstone list among the syn- 
thetic and manufactured stones that are 
offered the trade, the Precious Stone Deal- 
ers Association of New York announced 
such a list last month. This list is the 
result of the work of a committee ap- 
pointed to investigate the question from 
all angles and at a meeting of the Asso- 
ciation held April 28, the list as recom- 
mended by the committee, was approved. 
The following is the list now adopted by 
the Association: 


: Genuine Manufactured 
Month Stones Stones 
January Garnet Garnet 
February Amethyst Amethyst 
March Bloodstone or Aquamarine 
Aquamarine 
April Diamond White Sapphire 
May Emerald Green Spinel 
June Pearl or Alexandrite 
Moonstone 
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July Ruby Ruby 

August Sardonyx or Peridot 
Peridot 

September Sapphire Sapphire 

October Opalor Rose Zircon 
Tourmaline 

November Topaz Golden 

Sapphire 
December Turquoise or Zircon 


Lapis 


It was agreed at the time to offer no 
addition or change in the existing genu- 
ine birthstone list and a comparison of 
the above list will show where the stones 
used are manufactured or genuine, there 
is no difference in the names. In arriv- 
ing at the decision, the Association con- 
sulted with manufacturers, wholesalers 
and with members of the trade in gen- 
eral. 

It will be noted in the list of manufac- 
tured stones that certain of the stones 
such as the white sapphire, Alexandrite, 
ruby, sapphire and golden sapphire are 
genuine synthetics which have the same 
properties as the real gems except that 
they are manufactured by man instead of 
nature. 
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Jewelry Concern Denies Charge 
of F. T. C. 


WASHINGTON, D. C.—General denial 
has been made by the Jeffrey Jewelry 
Co. of the complaint made by the Federal 
Trade Commission alleging that it is mis- 
leading the public in connection with the 
sale of Indian jewelry. 

The firm even goes so far as to deny 
that “there are in the United States, tribes 
of Indians, including especially the Nava- 
jo Indians in Arizona, who manufacture 
jewelry of special design designated as 
‘Indian’ or ‘Navajo’ jewelry, which jewel- 
ry is sold to the trade and the public 
under such designations in interstate 
commerce.” 

The Jeffrey company further denies 
that “the word ‘Indian’ or the word 
‘Navajo’ as applied to hammered silver 
jewelry is understood by the purchasing 
public to mean and designate jewelry 
manufactured or fabricated by hand by 
American Indians.” All of the allega- 
tions of the Commission in its formal 
complaint are denied. 


Minnesota Retail Jewelers Discuss 
Business Problems at St. Paul 
Convention 


St. Paut, Minn.—Paul M. Geist, St. 
Paul, has been reelected president of the 
Minnesota Retail Jewelers’ Association. 

Other officers named at the closing ses- 
sion of the annual convention held at the 
Hotel St. Paul, Tuesday, May 10, were: 
George L. Rochat, Ada, vice-president; 
E. M. Schwenke, New Richland, reelected 
secretary; J. S. R. Scovill, Austin, re- 
elected treasurer. The following three di- 
rectors were elected: Gerald Stiles, 
Wells; Fred Von Fischer, Springfield, 
and Quade Weld, Minneapolis. 

The 1933 meeting place will be deter- 
mined ‘by the executive committee. 

The convention was opened Monday 
with a luncheon. E. H. H. Holman of 
St. Paul, in an address, told why jewelers 
and watchmakers are indispensable in 
this machine age. Professor R. S. Vaile 
of the University of Minnesota advised 
the jewelers to put variety departments 
in their stores, with items ranging from 
10 cents to $2 in cost. After the luncheon, 
the convention group viewed the costly 
displays of diamonds and jewelry being 
exhibited by national and local firms. 

Speakers on Tuesday were Mrs. Ger- 
trude W. Owens of Minneapolis, who dis- 
cussed “The Retail Jeweler Becoming .a 
Fashionist,” and A. W. Anderson, repre- 
senting the American National Retail 
Jewelers Association. He spoke on the 
activities of that organization. 

A noon dinner program continued into 
the afternoon until the convention busi- 
ness was finished. 


Prices of Silver Bars 


CR. §. 
Government New 
London Assay Sell- York 


Date Official ing Price Official 
ae Serre 17 30% 28 
OS ane 1634 29% 27% 
DO  ccndewus 16% 30 27% 
Wie 9G ON can Holiday 31% 28% 
po SS ere ee 1632 30% 27% 
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THE WILLARD 


Washington's Foremost Hotel 


ON PENNSYLVANIA AVENUE AT 14TH 
AND F STREETS 


Located in the center of the business, 
shopping, and theatre districts. Opposite 
the new Department of Commerce Build- 
ing and in close proximity to all other 
Government Departments. Whether in 
Washington on business or pleasure you 
will appreciate this convenience of loca- 
tion, the world famous Willard Cuisine, 
and the faultless service. 


Single Rooms $4.00 and up. 
Double Rooms $6.00 and up. 
Moderate rates in dining rooms. 


FRANK S. HIGHT, President 


WASHINGTON, D.C. 
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What Is the True Fune- 
tion of Business Paper 
Advertising ? 


It is 
To instill and confirm confidence in the 
manufacturer. 


To pave the way for the entree of the sales 
representative to save his time. 


To break down sales resistance. 


To convince dealers of the style leadership 
maintained. 


To make the retail sales clerk of today thor- 
oughly acquainted with your product, for it 
is he who will be the merchant of tomorrow. 


Advertise regularly month in and month 
out. 

Consistent returns cannot be expected 
from inconsistent advertising. 

Jewelers’ Circular leadership as the rec- 
ognized authority of the Jewelry Industry 
is an undisputed fact—it is a heritage plus 
accomplishment that we are mighty 
proud of. 


The Jewelers’ Circular 
239 West 39th St., New York 


The largest paid circulation of any Jewelry 
Publication A. B. C. 





June, 1932 





































QUARTETTE 
OF STANDARD BOOKS 


OPHTHALMIC LENSES 


By Emsley and Swaine, distinguished English authorities. 


Dealing with theory and shop practice; 318 pages, 
numerous diagrams and useful tables; price, $4. 


PRINCIPLES AND PRACTICE OF 
PERIMETRY 
(Third edition, thoroughly revised) 
By Luther C. Peters 


A favorite text book for years; 280 pages, with dia- 
grams and colored plates; price, $4.50. 


RECENT ADVANCES IN 


OPHTHALMOLOGY 
By W. Stewart Duke-Elder 


Telling of research work in Ophthalmology and as- 
sociated sciences; hence it has much of at least indirect 
interest to optometrists; 406 pages, well illustrated; 
price, $3.50. 


OPHTHALMOSCOPY, RETINOSCOPY 
AND REFRACTION 


By W. A. Fisher 
290 pages, profusely illustrated; price, $3.75 


Order from 
THE OPTICAL JOURNAL & REVIEW 
239 W. 39th St., New York 



























Wisconsin Retailers Meet at Appleton 





interesting Addresses and Discussions Features at Twenty-Seventh 
Annual Convention—Officers Re-Elected 





AppLETON, Wis.—With the reelection 
of all officers and the selection of Mil- 
waukee as the 1933 convention city, the 
Wisconsin Retail Jewelers’ Association 
ended another very successful and profit- 
able convention on the evening of May 
17, it being the 27th. 

The officers are: President, A. C. Hent- 
schel, Milwaukee; vice-president, T. J. 
Dale, Kenosha; treasurer, H. F. Stecher, 
Milwaukee; secretary, A. W. Anderson, 
Neenah. 

Directors: W. H. Upmeyer, Milwaukee; 
Len M. Nelson, Madison; J. F. Konrad, 
Oshkosh; Sam Dalin, West Allis; Ray T. 
Stark, Milwaukee. 

Preliminary to the business sessions a 
golf tournament was held on Sunday at 
which Louis F. Stark, Chilton, proved his 
skill and at the banquet was presented 
with a handsome trophy. 

More than 50 retail jewelers were in 
attendance during all the session. Fol- 
lowing the usual formalities of opening 
the session during which Gustave Keller, 
Appleton, welcomed the visitors and Ray 
T. Stark, Milwaukee, responded, Presi- 
dent Hentschel introduced Chester D. 
Seftenberg, First Trust Co., Oshkosh, who 
delivered a most comprehensive talk on 
“The Nation’s Tax Problems.” 


Formal reports of the officers were 
given, the president discussing the prob- 
lems and activities of the year and in con- 
clusion urged the members to do every- 
thing possible to promote the district 
clubs. Treasurer Stecher presented a 
most substantial financial report and Sec- 
retary Anderson gave a comprehensive 
report of his office. 

Prof. R. R. Auer, University of Wis- 
consin, spoke on “Selling Your Store to 
the public.” 

Erwin J. Metzke, Milwaukee, discussed 
window trimming and offered pictures 
and material used by him to illustrate the 
features he presented. Otto H. Fischer, 
who has a very beautiful store in Apple- 
ton, gave what he considered the ideal 





store arrangements beginning with the 
sign in front, the store front and back 
through the store to the placement of the 
safe. 

Monday evening was devoted to an 
executive session presided over by Henry 
W. Rank, Milwaukee, assisted by Ray T. 
Stark. 

Tuesday morning Len M. Nelson, pres- 
ident of the Madison district Club pre- 
sided and there was a discussion of dis- 
trict clubs and their problems which was 
participated in by representatives of other 
clubs. 

The closing session on Tuesday was 
the business session but many of the 
questions discussed during previous ses- 
sions were taken up for final discussion. 
One of the important matters disposed of 
was authorizing the officers to incorporate 
the association. President Hentschel was 
selected as delegate to the A. N. R. J. A. 
convention with Len Nelson, alternate. 

On Tuesday evening was held the an- 
nual dinner dance which was enjoyed 
until midnight. 


Lapies AUXILIARY 


A full program was arranged for the 
members of the Ladies Auxiliary, consist- 
ing of luncheons, card parties, theatre 
parties, and drives over the city with 
visits to important industrial plants. 

At their business session, officers for the 
ensuing year were elected as follows: 
President, Mrs. A. C. Hentschel, Milwau- 
kee; vice-president, Mrs. Henry Marx, 
Appleton; Treasurer, Mrs. Arthur 
Schultz, Neenah; secretary, Mrs. Elsa 
Stecher Heimke, Milwaukee. 

The report of the Wisconsin convention 
would not be complete without mention 
of the activities of the Milwaukee Whole- 
salers Association in contributing to the 
success of the meeting. Early Monday 
morning they had placed a_ beautiful 
bouquet of flowers on the speakers table. 
During the entire time open house was 
held in one of the parlors of the hotel, 
and Tuesday noon they gave a luncheon. 





Stockholders of Jewelers Fire Insur- 
ance Co. Name Officers 
and Directors 


APPLETON, Wis.— Monday morning, 
May 16, was devoted to a meeting of the 
stockholders of the National Jewelers 
Mutual Fire Insurance Co. while they 
were in attendance at the annual conven- 
tion of the Wisconsin Retail Jewelers’ 
Association here. 

Reports of the officers were read and 
directors elected for the ensuing year. 
The directors are: W. H. Upmeyer, Mil- 
waukee; A. C. Hentschel, Milwaukee; 
H. F. Stetcher, Milwaukee; J. H. South- 
amer, Milwaukee; A. W. Anderson, Nee- 
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nah; T. J. Dale, Kenosha; J. R. Chap- 
man, Oshkosh; L. M. Nelson, Madison; 
John P. Hess, Fond du Lac. Immediately 
following the meeting the directors met 
and named as officers: President, W. H. 
Upmeyer; vice-president, A. C. Hent- 
schel; treasurer, H. F. Stetcher and secre- 
tary, A. W. Anderson. Reports showed 
the company in most excellent condition. 

For the first time President Upmeyer, 
one of the organizers of the company was 
not able to be present on account of a 
slight indisposition. Telegrams congratu- 
lating him upon passing his 75th birthday 
on May 13, together with best wishes for 
his speedy recovery were sent him by both 
the company and the association during 
the sessions. 
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Executive Board Hears Tax Story 


The Executive Board of Retail Jewel- 
ers’ Associations of New York celebrated 
its 50th meeting on May 6 in the regular 
meeting rooms at the Hotel Astor. 


Wilson Streeter, chairman of the legis- 
lative committee of the A. N. R. J. A. 
and vice-chairman of the Tax Commit- 
tee, told of the fight conducted by the 
committee in Washington against the tax 
on jewelry. 


Court Sustains Patents on 
Pearl Essence 


“Paispearl Products, Inc., recently - 
brought suit against Joseph H. Meyer 
Bros, and certain employes of that com- 
pany in the United States District Court, 
Maine, for infringement of Jean Paisseau 
patent No. 1,525,317, issued Feb. 3, 1925, 
for “Process of Preparation of Pearl Es- 
sence,” and of another patent No. 1,760,- 
771, issued May 27, 1930, for “Process for 
Purifying Pearl Essence.” Claims 1, 2, 
4 and 5 of Paisseau patent No. 1,525,317 
and claims 1 and 2 of Paisseau patent No. 
1,760,771, were relied upon. 

An interlocuctory decree was signed on 
May 9, holding that claims 1, 2, 4 and 5 
of patent 1,525,317, are good and valid, 
and that Paispearl Products, Inc., is the 
lawful, sole and exclusive owner of this 
patent. The decree also held that these 
claims were infringed by Joseph H. 
Meyer Bros., Burton G. Turner and 
Lester Turner in the operations employ- 
ing saponine conducted by them prior to 
Aug. 5, 1931, and that claims 1, 2 and 4 
were infringed by their operations subse- 
quent to that date in which an agent 
given the trade name of “Tec” was em- 
ployed. 

The issuance of an injunction against 
the continuance of said infringement has 
been stayed pending an appeal by the 
defendants, and bond of $25,000 has been 
posted to protect Paispearl Products, Inc., 
during the pendency of this appeal. 

With respect to Paisseau patent 1,760,- 
771, claims 1 and 2 were held to be in- 
valid and void. A cross appeal as to the 
validity of this patent is in preparation 
but has not yet been filed. 


S. Kind & Sons Celebrate Sixtieth 
Anniversary 


PHILADELPHIA, PA.—The business of S. 
Kind & Sons, 1110 Chestnut St., was 
started in a modest way by the late 
Samuel Kind at 241 Market St., 60 years 
ago, and May 10, the date of the found- 
ing of the concern, was appropriately 
celebrated. 

The business is now being conducted 
by three sons of the founder who have 
associated with them a highly trained 
and efficient group of loyal employees, 
most of whom have been with the firm 
for many years. The late Mr. Kind re- 
mained as the active head of the busi- 
ness until his death in 1915. 

An anniversary dinner was held at the 
Arcadia Restaurant for the entire staff 
on the evening of May 10. 





























Illinois Retailers Discuss Retailing -Wholesalers 





Members of State Association Consider Style Trends, Reelect 
Officers and Enjoy Banquet at Joliet Convention 





JovietT, ILu.—The large attendance and 
interest manifested in the business con- 
ference of the Illinois Retail Jewelers’ As- 
sociation held here on Sunday and Mon- 
day, April 24 and 25, resulted in a de- 
cision to hold a similar meeting in 1933, 
but the location was referred to the off- 
cers and executive committee. It was the 
unanimous opinion that purely business 
sessions on Sunday and Monday with no 
entertainment obligations upon either the 
association or local jewelers are more 
successful and profitable. 

Officers were thanked for the work done 
and all reelected as follows: President, 
Walter Flora, Decatur; vice-presidents, 
C. I. Josephson, Jr., Moline and Will 
Carew, Streator; secretary-treasurer, 
Henry T. Mortenson, Chicago. Mem- 
bers of the executive committee in addi- 
tion to the elected officers are Harry E. 
Stout, Springfield; Arnold Weisser, Pe- 
oria; David C. Nelson, Chicago. The 
sessions on Sunday were more informal 
with a free discussion of conditions and 
problems of the association. 

On Monday morning business in hand 
was taken up with a free discussion by 
nearly all those present. 

Wm. Gibson was asked to report on 
his reactions of the National convention 
last year. His impressions were most 
favorable. 

Henry Stecher, Milwaukee, regional 
representative of A. N. R. J. A., devoted 
most of his time to explaining the tax 
situation as it appeared at that time. 
Following his talk resolutions including 
copies of telegrams to be sent to Wash- 
ington were submitted and adopted with 
instructions that the telegrams be imme- 
diately sent. 

C. I. Josephson then took charge of the 
question box and one of the first for dis- 
cussion was the advantages, of local 
meeting. An effort will be made to make 
these general during the year. Other 
questions discussed concerned the advisa- 
bility of standardized merchandise and 


problems presented by the retailing 
wholesaler and the so-called industrial 
wholesaler. 

At the afternoon session the first hour 
was turned over to the Pluggers, travel- 
ing salesmen who have done much to ad- 
vance the interests of the organization. 
John H. Deitrich of Oneida Community, 
presided. Several addresses were made. 
The closing talk was made by Al Schou- 
macher of M. A. Mead Co., who at the 
morning session of the Pluggers had been 
elected president of the organization. 

Wm. Gibson then led a discussion on 
sales promotion and it was at this time 
that style became the real theme. Mr. 
Gibson illustrated how difficult it is for 
the jeweler to block or to promote a style. 
Mrs.* Harry W. Yaseen, of Chicago 
Heights, stated that a study of the dress 
styles showed a tendency which should 
bring back the lighter chains with suit- 
able pendants to replace the large, col- 
ored beads being used much at this time. 

The question box was then resumed, 
after which resolutions were adopted 
thanking those responsible for the suc- 
cess of the meeting, expressing sorrow 
and offering condolence to the family of 
Edwin F. Lilley, recent president of 
A.N.R.J.A. Another resolution expressed 
approval and appreciation of the work 
done and being done by the officers of 
A.N.R.J.A. 

At 6:30 about 50 were present for the 
association dinner. At the suggestion of 
John J. Lookabaugh, Elmhurst, Winfield 
H. Caslaw, who delivers the daily Main 
Street Crusader talks over a Chicago sta- 
tion, devoted his Monday evening period 
to a discussion of retailing wholesalers 
and industrial jobbers. This was re- 
ceived through a radio on the speakers’ 
table and proved a very interesting event 
of the evening. The speaker of the eve- 
ning was Rev. Walter Macpherson, 
Joliet, and his talk on beauty was a most 
brilliant one and indicated a high appre- 
ciation of the beautiful things in a jewelry 
store. 





Connecticut Jewelers Play Golf and 
Hold Business Session and 
Banquet 


MIpDLETown, Conn.—The annual con- 
vention of the Connecticut Retail Jewel- 
ers’ Association was held May 18 at the 
Middletown Golf Club. 

A morning round of golf was enjoyed 
by 29 jewelers for which prizes had been 
donated. A short business session was 
called by President D. H. Johnson at 
12 m., during which reports were sub- 
mitted and the following officers elected: 
President, D. H. Johnson, Middletown; 
vice-president, O. W. Snow, Ansonia; 
secretary and treasurer, E. M. Weber, 
Meriden. 








The following executive committee was 
then elected: W. C. Hawley, Bridgeport; 
Frank Keon, Willimantic; Clifford Wilson, 
Norwich; Oliver Markham, Deep River; 
C. Howard Daley, Danbury; A. L. Ter- 
milliger, Hartford; Geo. H. Dyson, New 
Britain; C. C. Costello, New London; 
James Burgess, Derby; R. J. Atwell, Mid- 
dletown, R. A. Benedict, Norwalk, G. P. 
Spaar, Torrington, and S. A. Kirby, New 
Haven, together with the officers. 

At 8 p.m. a banquet was held and golf 
tournament prizes awarded. The speak- 
ers were: William D. McNeil, president 
of the A. N. R. J. A.; Captain Walter F. 
Stiles of the Department of State Police 
and Marshall A. Mott of the Hartford 
Better Business Bureau. 
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lowa Jewelers Hold Annual 
Convention 


Des Moines, Iowa—H. C. Kirkberg 
Fort Dodge, was elected president of the 
Iowa Retail Jewelers Association at the 
closing session of the two-day meeting, 
Tuesday, May 3. 

Other officers named were: Seth 
Thomas, vice-president, Oskaloosa, and 
Wilson T. Clark, secretary-treasurer 
Sioux City. Directors elected were: Babe 
Hands, Iowa City; Charles Rowe, Char. 
iton; and Will Millen, Red Oak. 

Cedar Rapids was chosen as the meet. 
ing place of the association for next year, 

A banquet was held at the Hotel 
Savery, Tuesday night, T. J. O’Connelj 
of Elgin, Ill., acting as toastmaster. He 
presented golf trophies to winners of ya- 
rious flights of the association golf tour- 
nament. 

Tinley L. Coombs, Omaha, regional 
vice-president of the A. N. R. J. A. and 
T. J. O'Connell spoke Tuesday morning, 

The convention was attended by Her- 
man Kunath, 80, Jeweler of Spencer. Mr, 
Kunath has never missed a meeting of 
Iowa jewelers—the meeting here being 
the 27th annual convention. Mr. Kunath 
entertained fellow jewelers with his clog 
dancing and witty stories. He has been 
in business in Spencer 50 years. 


Herman Oppenheimer 


New York lost one of its oldest dia- 
mond merchants, May 3, in the death of 
Herman Oppenheimer, for many years of 
the importing firm of H. Z. & H. Oppen- 
heimer, who passed away at his home at 
the Hotel Brewster, after a long illness. 

Mr. Oppenheimer who was in his 77th 
year, was a native of New York city and 
entered the diamond business in 1877, 
He joined his brother, Harry Z. Oppen- 
heimer who had been formerly a member 
of the firm of Freund & Oppenheimer. 
The brothers continued under the name 
of H. Z. & H. Oppenheimer until the 
death of Harry in 1913, after which Her- 
man continued alone under the old name. 
‘He retired in 1927. Deceased was a man 
of admirable qualities, a deep student of 
his business and was universally admired 
and respected. He was a member of the 
Jeweler’s 24 Karat Club, the National 
Jewelers Board of Trade, and _ the 
Maiden Lane Historical Society. A 
widow, Martha, and a daughter, Mrs. 
Charles A. Strauss, survive. 


Platinum Market 


Platinum prices, as of May 24, were 
officially quoted as: 


PING econ ea ie cn ee eStepaiie nae $37.50 
Containing 5 per cent iridium........ 38.50 
Containing 10 per cent iridium....... 40.00 
ein Cons iaOv cece Eiccwsweees 78.00 
I 0 5ik05-0s. de ccedawewnescesene 21.00 


Harry Dixon, president of the Dixon 
Jewelry Co., North Platte, Neb., on May 
12 received the degree of Master Mer- 
chant, thus signifying him as one of 10 
leading merchants of his State. Former 
governor S. R. McKelvie made the pre- 
sentation. 
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North Carolina Retail Jewelers Meet 
at Salisbury 


SaLispuRY, N. C.—The North Carolina 
Retail Jewelers’ Association in session 
here April 25-26 adopted resolutions op- 
posing the passage of any kind of a sales 
tax. Attended by close to 100 jewelers 
and visitors, the 27th annual convention 
was one of the best on record in the 
state association. Hotel Yadkin was 
convention headquarters. 

Report rendered by William G. 
Frasier, Durham,  secretary-treasurer, 
told of the success attending the efforts 
of the association in suppressing many 
attempted, unscrupulous auction sales in 
the state. Resolutions memorializing 
Conrad J. Brotherly, past president of the 
American National Retail Jewelers’ Asso- 
ciation, and Edwin F. Lilley, recently 
deceased president, in addition to two 
members of the North Carolina Asso- 
ciation who died during the past year, 
Ross Giddens, Goldsboro, and C. 
Sellars, Henderson, were adopted. 

But little time was taken away from 
business sessions for entertainment. The 
annual banquet was the outstanding so- 
cial event. While the jewelers were 
busily engaged in their convention, the 
wives of visiting jewelers were enter- 
tained with a tea at Catawba College. 


T. D. Hatcher, Fayetteville, was 
elected president of the association in the 
annual election of officers which came 
toward the close of the final session. He 
succeeds W. E. Lineback. Other officers 
chosen for the new year were: A. C. 
McCormick, vice-president in charge of 
the western district; A. E. Sheets, Lex- 
ington, vice-president in charge of the 
central district; F. W. Selig, Elizabeth 
City, vice-president in charge of the east- 
ern district; William G. Frasier, Dur- 
ham, secretary-treasurer; W. E. Line- 
back, Winston-Salem, and James M. Fox, 
Rocky Mount, members of the executive 
committee. 


Durham was selected for the 1933 con- 
vention. 


Oregon Retail Jewelers Hold Twenty- 
fifth Convention 


PoRTLAND, ORE.—The Oregon Retail 
Jewelers’ Association held its 25th annual 
convention April 25 at the Multnomah 
Hotel here. The attendance was small, 
due to general business conditions. 


The principal address of the day was 
delivered by O. J. Freeman, president 
of the Candy Products Co., who talked 
on “From the Outside Looking In.” He 
dwelt principally on the necessity for 
maintaining the independent-merchant 
store as against the chain store. 


In the resolutions adopted, the jewelers 
went on record as opposed to a discrimi- 
natory 10 per cent tax on jewelry sales, 
but not to a general sales tax. They 
also expressed their approval of the 
Capper-Kelly bill. 

New officers elected were: Frank A. 
Heitkemper, Portland, president; first 
vice-president, Seth T. French, Albany; 
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second vice-president, George Hankins, 
Oregon City; third vice-president, Larry 
Shade, Medford; secretary-treasurer, A. 
A. Keene, Salem. 

An important step was taken in elect- 
ing Edward N. Weinbaum paid executive 
secretary. Mr. Weinbaum is head of the 
Trade and Commerce, Retail Merchants 
and Conventions Departments of the 
local Chamber of Commerce. He is also 
executive secretary of the Portland 


Jewelers’ Club. 


In the evening a banquet and dance 
were held with an attendance of about 
100. 


William H. Hurlburt 


PHILADELPHIA.—A_ heart attack  sus- 
tained on the links of the Philadelphia 
Country Club, at Spring Mill, April 30, 
brought death to William H. Hurlburt, 
head of H. O. Hurlburt & Sons, oldest 
wholesale jewelry house in this city, es- 
tablished in 1814. Mr. Hurlburt was 
playing golf with E. F. Rader and Ben- 
jamin Caverly, prominent business men, 
when stricken. His companions carried 
him to the clubhouse and medical aid was 
summoned. Death, however, had been 
instantaneous. 


Mr. Hurlburt, who was 67, had been 
at the head of the firm for many years 
and was widely known in the jewelry 
industry throughout the country. He was 
a member of many clubs and civic organ- 
izations. His home was at 8012 Seminole 
Ave., from which funeral services were 
held May 5 and largely attended. 


Mr. Hurlburt provided in his will that 
the jewelry business be continued by his 
executors, William Merritt Hurlburt and 
his brother, Franklin Hurlburt. The bulk 
of his estate is left in trust to his widow, 
Mrs. Emilie G. Hurlburt, with a rever- 
sionary interest to his son. 


Charles Bergerow 


Charles Bergerow, a manufacturing 
jeweler who died May 1 in his 89th year, 
is believed to have been the oldest work- 
ing jeweler in the country, but despite 
his advanced age he continued active un- 
til almost the end of his days. 


Mr. Bergerow was born in Altona, 
Germany, June 20, 1843, and after work- 
ing as a jeweler at Hanover, Germany, 
went to London, where he was employed 
in leading shops. Here he was found by 
a foreman of Tiffany & Co., who induced 
him to come to New York in 1865. He 
worked for a while at the Tiffany shops 
and then established a small jewelry fac- 
tory of his own. Later he worked for 
leading New York concerns, including 
William Scheer, J. R. Keim, and Powers 
& Mayer until about 10 years ago when 
he retired. 

He could not remain inactive, however, 
and later fixed up a complete jewelry 
shop at his home, 28 Monticello Ave., 
Jersey City, where he continued to design 
and manufacture jewelry at his leisure, 
doing special order work. 

Mr. Bergerow’s wife died 10 years ago 
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and he is survived by five daughters, 
four sons, and a number of grandchil- 
dren; also by a brother, Christian Ber- 
gerow, a manufacturing jeweler at 87 
Nassau St. 


Henry Green 


The sudden death of Henry Green, 
April 28, just after the last issue of THE 
JEWELERS’ CIRCULAR went to press, caused 
distinct sorrow and regret to his many 
friends. Mr. Green who was one of the 
leading importers of fine gems with offi- 
ces at 527 Fifth Ave., New York, passed 
away suddenly while on a visit to the 
offices of the Bombay Trading Corp., 2. 
E. 52nd St., He had been in good health 
and active up to the time of his demise. 

Henry Green was a native of New York 
city and was in his 55th year. He entered 
the jewelry trade as a young man in the 
employ of the Azure Mining Co., and 
later went with the American Gem & 
Pearl Co., which concern he left about 
1910 to start in the precious stone busi- 
ness for himself. Of late years he had 
specialized in very fine gems and was na- 
tionally known as an expert. 

Mr. Green was married in 1910 to Miss 
Mabel Rosenberg and she and three sons, 
Arnold, Richard and Hubert, survive. 
The deceased had few outside interests 
and his life was devoted entirely to the 
interests of his business and his family. 
He gave largely but unostentatiously to 
charity, was a Fellow of the French Hos- 
pital and a member of: no organizations 
outside of the Jewelers 24 Karat Club. 

Services were held May 1 at the River- 
side Memorial Chapel. The business is 
being continued by the estate. 


Albert T. Sansbury 


Members of the jewelry trade were 
grieved to hear early last month of the 
death of Albert Truman Sansbury, head 
of the firm of Sansbury & Nellis, manu- 
facturers of fine jewelry at 93 Lafayette 
St., Newark, which occurred April 23. 
Services were held in New York ‘at Trin- 
ity Chapel, April 25 and at Palmyra, 
April 26, where the interment took place. 


Mr. Sansbury was one of the few man- 
ufacturers who had never made white 
gold. He had been connected with the 
jewelry industry for 47 years and was 
widely known. 


Born June 18, 1866 at Palmyra, he 
learned his trade with Calvin S. Ball of 
Syracuse and came to New York about 
1888. He was employed for a short time 
by J. T. Scott & Co. and later went with 
Hayes Bros. of Newark as a salesman. 
In 1897 with Willard C. Nellis he 
founded the firm of Sansbury & Nellis 
which he continued until his death. 
After Mr. Nellis’ death in 1913, Mr. 
Sansbury bought out his interest but 
never changed the firm name. 


The deceased was a man of dominat- 
ing and pleasing personality whose great- 
est pleasure and hobby was fishing. He 
was a member of the Whist and Pleiades 
Clubs. He is survived by a nephew, 
Harold S. Mills of Poughkeepsie. 
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Michigan Jewelers Hold 27th Convention 





Gathering at Detroit May 2 and 3 Marked by Interesting Addresses 
and Enjoyable Social Features 





Detroit, Mico.—The 27th annual con- 
vention of the Michigan Retail Jewelers’ 
Association was held at the Statler 
Hotel here on May 2 and 3, with a pre- 
liminary social session on Sunday. This 
consisted of a Keeno party in the ball 
room of the hotel at which prizes were 
awarded. 

Monday morning was given over to 
registration. At the afternoon session, 
with President Ben Stocker presiding, 
business addresses were given by Detroit 
business men. 

Max Jennings, Saint Clair, first presi- 
dent of the Michigan association and also 
first president of the National organiza- 
tion, paid touching tributes to the mem- 
ories of the late Conrad Brotherly and 
Edwin Lilley. 

Monday evening the Max Jennings 
Club held its annual initiation. This 
year it became a co-ed affair. Of the 12 
novitiates this year six were well known 
members of the Ladies Auxiliary of the 
State Association. 

There was no session on Tuesday 
morning. ‘The program provided for a 
noon luncheon which was immediately 
followed by the regular business session. 
One of the very interesting and helpful 
addresses of the afternoon was that on 
“What I Have Learned About Associa- 
tion Work,” by Cyril Means, manager of 
the Typothete Franklin Associations. W. 
A. Hamilton, Kalamazoo, discussed the 
advisibility and the possibility of having 
the jewelers of the state licensed and 
regulated by the State. 

Following this was the question box 
under the direction of Secretary Ben 
Steelman. Many problems of interest 


were presented and carefully discussed. 

The afternoon session closed with the 
election of officers as follows: President, 
Bert Vanderberg, Grand Rapids; vice- 
presidents, John Steck, Owosso; Roy 
Wethered, Flint; Byron Sheffer, Benton 
Harbor; Secretary, Ben Steelman, Kala- 
mazoo; treasurer, C. H. Schlanderer, Ann 
Arbor. 

Tuesday night the annual association 
banquet was held in the grand ball room 
of the hotel and nearly 200 were present. 
A handsome silver loving cup was pre- 
sented to the retiring president, Ben 
Stocker. The newly elected president, 
Bert Vanderberg, made a few remarks 
and announced that it was time for the 
big show of the Wolverine Club. 

The Wolverine Travelers, known for 
their fine entertainments, lost none of 
their prestige upon this occasion. The 
entertainment under the direction of Mort 
Evans was of the highest order. Danc- 
ing was enjoyed until midnight. 

Those selected to guide the affairs of 
the Ladies Auxilliary were: President, 
Mrs. Hugh Finley, Kalamazoo; vice- 
president, Mrs. Bert Vanderberg, Grand 
Rapids; secretary, Mrs. J. A. Johnson, 
Fenton; treasurer, Mrs. C. Laroy, Kala- 
mazoo. 

Officers of the Wolverine Travelers 
Club are President, Eugene Kirchgassner, 
Oneida Community; vice-president, Fred 
Longden, Roy Mfg. Co.; vice-president, 
William T. Godfrey, Elgin National 
Watch Co.; sec.-treas. A. R. Kanberg, 
Scribner & Loehr Co.; traveling repre- 
sentatives, Charles Wallace, E. H. Pud- 
rith Co., G. S. Brown, Seth Thomas Clock 
Co., and E. T. Williams, The Ball Co. 





Florida Retail Jewelers Re-Elect 
Officers at St. Petersburg 
Convention 


St. PEeTEeRsBuRG.—The Florida Retail 
Jewelers Association closed its annual 
convention in St. Petersburg May 18 after 
a two-day session. Avon Park was se- 
lected as the next convention city and all 
officers and directors were re-elected. 

They indorsed efforts of the national 
association in suppressing wholesale re- 
tailing. 

Avon Park was chosen the 1933 con- 
vention city and officers were named as 
follows: President, G. W. Lawton, Or- 
lando; first vice-president, Sterling 
Smith, Jacksonville; second vice-presi- 
dent, W. E. Payne, Bradenton; secretary, 
Alvin Magnon, Tampa; treasurer, Reade 
Tilley, Clearwater; directors, William 
Deuber, Tampa; Sam Wilson, Ocala; F. 
S. Jordan, Avon Park; B. W. White, St. 
Petersburg, and Carl J. Andel, Fort 
Myers. 

Alvin Magnon won first place in the 
golf tournament with Read Gilley second. 





New England Notes 


Fire caused several thousand dollars 
damage to stock, fixtures and store of 
Samuel Feigelman, retail jeweler, 188- 
190 Thames St., Newport, recently. 

The 19th semi-annual Manufacturing 
Jewelers’ Golf Association Tournament 
will be held on the Metacomet Course, 
Barrington Parkway, East Providence on 
June 7. 

The members of the Boston Jewelers’ 
Club will hold their summer outing at 
the Charles River Country Club, Newton 
Centre, Mass., Wednesday, June 22. 
Golf will be played in the morning and 
afternoon and field sports and tennis will 
take place in the afternoon. Luncheon 
will be served at noon and dinner at 6.30. 

At the Dunham street plant of The 
Charles Thomas & Sons Co., Attleboro, 
Mass., has recently been completed what 
is considered one of the largest pieces 
of enamel work ever produced. It is the 
seal of the Commonwealth of Massachu- 
setts and the shield, which is the cen- 
tral part of the seal and is 24 inches long 
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and 18 inches wide, is the portion which 
is claimed to be one of the largest single 
piece of enameled work ever made. 


Brooches are to hold a most important 
place in costume jewelry, according to q 
service sheet sent out recently by the New 
England Manufacturing Jewelers & §jj. 
versmiths Association to its members, 
According to the bulletin this does not 
mean that the clip will decrease in jm. 
portance, but it does mean that coat and 
gown styles of the future will need 4 
brooch to pin rather than a clip to attach 
to the bodice of a frock. The association 
sent out to its members four designs of 
simple brooches in gold as suggested for 
goods for the fall. 

Frank H. Finley, who recently retired 
after more than 45 years with the Gor- 
ham Mfg. Co., was the guest of honor 
at a testimonial dinner in the Gorham 
Casino. With him at the speakers’ table 
were Edmund C. Mayo, president of the 
company; Leroy E. Briggs, works man- 
ager, and Thomas Singleton, superinten- 
dent. Mr. Finley, for the last 11 years, 
was foreman of the spinning department. 
Elisha W. Crocker, who was foreman of 
the department until he retired in 1920, 
was also present. 

Two recent retail jewelery store rob- 
beries in this city have been cleared up 
with the confession of a negro, that 
he smashed the window in the Krasnow 
jewelry shop in the Biltmore Hotel Build- 
ing on the morning of March 24 and stole 
watches valued at $237.25 and that he 
smashed another window in the J. A. 
Foster Co. store, on Dorrance St., Provi- 
dence, and stole watches valued at $434. 
The man was arrested as he attempted 
to dispose of a watch and other articles 
in a pawnshop. Checked up through 
his photograph and finger prints, the 
prisoner was identitfied as the man who 
attacked a keeper with his fists and 
fought his way to freedom while await- 
ing trial at Haverhill, Mass., and it was 
learned that he has also served time in 
Bangor, Me. 

Ralph Gregory, of Goodwin & Greg- 
ory, was re-elected president of the Metal 
Finding Manufacturers’ Association at 
the regular monthly meeting and annual 
election of officers held in the Narragan- 
sett Hotel, Providence, on May 4. The 
subject of a summer closing schedule was 
introduced by Arthur Leach of Leach & 
Anthony, and provoked considerable dis- 
cussion, but while it was the unanimous 
opinion of those in attendance in favor of 
a summer schedule calling for the clos- 
ing of factory and office on Saturdays, 
the secretary was instructed to commu- 
nicate with all the members and recom- 
mend a five-day week for the months of 
June, July and August. Following a 
luncheon, the business session was called 
to order by President Gregory and after 
the transaction of routine matters, the 
nominating committee presented a list of 
candidates for office for the ensuing year 
and they were unanimously elected as 
follows: President, Ralph Gregory; 
vice-president, Barton A. Ballou, Jr., of 
B. A. Ballou & Co.; secretary, Edgar E. 
Baker of W. R. Cobb Co., and treasurer, 
William Whytock of Roland & Whytock. 
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NEW YOR 


Joseph Berland has removed from 64 
W. 48th St. to 36 W. 47th St. 

Feldstein & Mandelkern, Inc., have re- 
moved from 170 Broadway to 17 John St. 

H. G. Bogosian & Son, formerly at 35 
W. 46th St., have taken new quarters at 
64 W. 48th St. 

Henry F. Mueller of Westfield, N. J., 
is now representing the Associated Silver 
Co. of Chicago in New Jersey. 

Gustave Siegel, dealer in jewelry and 
precious stones, is now located in new 
quarters in Room 705, 42 W. 48th St. 

The Jewelers’ Square Club held its 
final get-together of the season on Mon- 
day evening, May 2, at the Hotel Picca- 
dilly. 

Edward Lembeck & Bros. have an- 
nounced the removal of their offices from 
39 Maiden Lane to new quarters at 68 
Nassau St. 

Pickoff’s Inc., is now reestablished in 
business at 59 Chrystie St., specializing 
in watch materials, watch bracelets and 
optical goods. 

The retail jewelry business of Samlin & 
Aaronson is being continued at 106 W. 
47th St., by Ben Samlin, trading under 
his own name. 

Charles W. Sommer, 527 Fifth Ave., 
has been made chairman of the jewelry 
trade committee in the drive of the Sal- 
vation Army now going on. 

The Timeology Fellowship, headed by 
Samuel Bernard of the Time Service Co., 
516 Fifth Ave., marched in the “World 
Peace” parade on May 21. 

S. Stanley Solomon, dealer in jewelers’ 
and watchmakers’ supplies and tools, 21 
Maiden Lane, has removed from the fifth 
to the fourth floor of that building. 

Kroner, Hyman & Co., Inc., 80 Nassau 
St. have merged their stone encrusting 
and cutting departments with the Novelty 
Stone Encrusting and Engraving at 35 
Maiden Lane. 

The Morrison Fountain Pen Co., Inc., 
is now established in new quarters at 79 
Fifth Ave., having combined its offices, 
formerly at 1600 Broadway, with the fac- 
tory, formerly in Brooklyn. 

The Jewelers Benevolent Association 
held a card party and kiddie show on 
Tuesday, May 17, at the Mecca Temple, 
135 W. 55th St. Dancing followed the 
entertainment and refreshments. 

The F. W. Gesswein Co., Inc., 64 W. 
48th St. has been succeeded by E. E. 
Wood, who has for years guided the 
course of that concern in the supply and 
wire brush manufacturing business. 

Rudolph C. Richter, has resigned as 

vice-president of Howard S. Kennedy, 
Inc., and severed his connection with 
Baifey’s, Inc. He is now in business on 
his own account at 170 Broadway on the 
10th floor. 

H. Clements, formerly president of the 
Clebar Watch Co., has severed his con- 
nections with the above firm and is now 
continuing in the wholesale watch busi- 
ness under his own name in Room 811 
at 512 Fifth Ave. 
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The annual installation of officers of 
the Loupe & Tweezer Club was held May 
23 at the Hotel Luxor. Those taking of- 
fice were: President, Abe Feinberg; treas- 
urer, Henry A. Margolies, and secretary, 
Irving D. Abramowitz. 

William L. Lewy, diamond importer, 22 
W. 48th St., returned from Europe May 
3 on the Bremen. Mr Levy had spent 
six weeks visiting the foreign diamond 
markets. Upon his return he removed 
his offices to Suite 803, 22 W. 48th St. 

The unveiling of the monument of the 
late Harry Golowen took place at Mount 
Carmel Cemetery, Glendale, L. I., on 
Sunday afternoon, May 15. A number of 
the members of the retail jewelers’ or- 
ganizations of New York were present. 

S. Oberman, diamond platinum jewelry, 
formerly at 10 W. 47th St., is now in new 
quarters in Room 1107, 48 W. 48th St. 
Milton Oberman, formerly with his 
father, S. Oberman, is now conducting a 
wholesale jewelry business on his own 
account. 

Beginning last month a prominent in- 
stalment furniture house, Ludwig Bau- 
mann, announced its entry into the jewel- 
ry field, the jewelry shop being opened 








Turn Trinkets Into Dollars 


Every retail jeweler should join the cam- 
paign to urge the public to bring out of 
hiding the old gold now in the trinket boxes 
of the nation. The 30,000,000 families in 
the United States are estimated to have a 
total of more than $450,000,000 which is 
not being used. Patriotism as well as busi- 
ness should prompt the jeweler either to buy 
this old gold or exchange it for new mer- 
chandise. 








in the main store of the concern’s chain, 
35th St. and Eighth Ave. Albert Wort- 
mann, vice-president, is in charge of the 
new jewelry dvision. 

B. F. Hirsch, Inc., have purchased the 
dies, machinery and equipment of. the 
Roskin Mfg. Co. and in addition to their 
own line will continue the Roskin high 
class mounting business in the latter’s 
modern factory at 64 W. 48th St., having 
moved the entire office formerly located 
at 35 Maiden Lane. 

The Jewelry Crafts Association, 48 
W. 48th St., is rendering a valuable ser- 
vice to the trade through its free em- 
ployment department. It is realized that 
conditions are far from normal, but 
despite this fact a few people are be- 
ing placed in positions each week. On 
the list of applicants for positions are 
bookkeepers, stenographers, clerical work- 
ers, jewelers, setters, polishers engravers, 
etc. The service is being rendered free 
to both employers and employees. Refer- 
ence of all applicants are carefully 
checked. 

At the regular monthly meeting of the 
Jewelers 24 Karat Club held May 18 at 
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Jewelry News of the 
¢ Metropolitan District 


the club rooms, 15 Maiden Lane, Presi- 
dent Sommer announced the death of two 
old members, Henry Green and Herman 
Oppenheimer. Two new members were 
elected, Alfred Lowenthal of L. & M. 
Kahn & Co., and David Shiman of Shiman 
Bros. & Co. Vice-president Mehrlust told 
of the final preparations for the annual 
golf outing to be held at the Lakeville 
Golf and Country Club, Great Neck, L. 
I., June 14. Formal reports were made 
by Treasurer Reichman and Secretary 
Reed and routine business was trans- 
acted. 

Members of the diamond trade heard 
with regret last month of the death of 
Hannah Sichel, widow of the late Simon 
Sichel of Eichberg & Co., diamond im- 
porters and cutters of New York, who 
passed away May 2. The funeral ser- 
vices were held on May 4. Mrs. Sichel, 
who was the daughter of the late Samuel 
Eichberg, founder of the business of 
which her late husband was a partner, 
was the mother of Walter Sichel of that 
firm and sister of Benjamin Eichberg, 
now the head of the business. Besides her 
son, she is survived by two daughters, 
Hortense Corn and Viola Korn and two 
sisters, Mrs. Josh W. Mayer and Mrs. 
Carl Rosenberger. 

Leading representatives of the fields of 
applied design met on May 4 at the Art 
Center, 65 E. 56th St., to hold an all- 
day conference on the subject: “Choos- 
ing a life career in the design arts.” 
The discussion was conducted under 
the auspices of the New York Regional 
Art Council and the National Alli- 
ance of Art and Industry. Among the 
speakers during the morning session was 
Arthur Essing, secretary of the Jewelry 
Crafts Association. Mr. Essing narrated 
the method of training apprentices for the 
craft that is used in Pforzheim, Germany. 
Peter Mueller-Munk, silverware designer, 
spoke at the evening gathering. 

A large number of the leading diamond 
importers and cutters of New York met 
at the office of L. & M. Kahn & Coa., 
6 W. 48th St. May 2. The purpose 
of the meeting was to listen to a plan 
for a most elaborate exhibit on dia- 
monds at the coming Chicago World’s 
Fair, which has been sponsored by lead- 
ing Chicago jewelers and the Chicago 
Jewelers Association. The plan is to give 
the visitor a view of the interior and ex- 
terior of the diamond mines; the work 
of mining the stones and crushing the blue 
ground, sorting, etc, as well as scenes 
from diamond cutting centers showing 
diamonds in the process of cutting and 
polishing and finally their use in jewelry 
and mechanical purposes. This wonder- 
ful exhibit, if put on, is to be eventually 
a permanent feature of the Rosenwald 
Museum after the Century of Progress 
Industrial Exhibit closes. The plan was 
perfected by Marion Mercer of the 
Rosenwald Museum, who was introduced 
to the New York diamond men by Walter 
Kahn, who called the meeting. 
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Jewelers’ Settings and Solders 


Refiners and Smelters 


BAKER & CO., INC. 


Murray and Austin Sts. 





RINGS—A Specialty with 


LOUIS BLEIBERG 


336 Mulberry St. 



























CLASPS 


Rondelles, Barrel-clasps, Costume Jewelry Findings 


MODERN NOVELTY CO., INC. 


126 South St. Newark, N. J. 





Sterling Fireless Silver 


Reduces polishing to a minimum and obtains 
lasting brilliance. 


JOHN J. JACKSON & CO. 


All Sterling and Fine Silvers Rolling for the Trade 





GOLD and PLATINUM SOLDERS 


“CLINTON ALLOYS” 

FOR WHITE, GREEN, YELLOW GOLD 
REFINERS OF PRECIOUS METALS 
Clinton Refining Co., Inc. 

91-93 East Kinney St. 











sTERNSE?T 


Rings and Pendants to Match 
Stern Mfg. Co., 407 Mulberry St. 
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Delivery guaranteed within 3 days 


George Palestro 
134 West 23rd yd area New York City 


EXPERT WATCH REPAIRING 


for the trade 


Guaranteed; prices very reasonable; prompt delivery; out 
of town work given special attention; send for our price 








list. 
- H. IZZET 
416 WEST 129th ST. NEW YORK 



















NON-TARNISHING FLANNEL 


ROLLS and BAGS 


FOR SILVERWARE 


Bridgeport Bag & Jewelry Case Co. 
25 Wells St., Bridgeport, Conn. 


BREBUILT WATCHES. 


A complete line of Rebuilt ELGIN, WALTHAM and 
other American standard make watches in new cases. 
Hamilton—Illinois—Howard—Elgin 21-3 R. R. 
watches in original cases, at very low prices. Price list 
upon request. 

REBUILT JEWELRY CORP. 
76 Bowery New York City 























NEW INVISIBLE RING GUARD 


Entirely concealed when on finger. 

No wire to twist or break. 

Excellent for diamond wedding rings. 

3 widths, 14 kt. white and yellow gold. 
Soldered inside of shank. 

Keeps setting in right place. 

Guard will not slide around ring. 


Samples and prices gladly sent on request. 


PHILRITE ¢@O. 
71 Nassau St. Tel. Cortland 7-4828 New York City 











Just send balance wheel and bridge, stud and 
collet to vibrate. Flat or Breguet hairsprings, 
Swiss and American, all sizes. 


SWISS HAIRSPRING SERVICE, Inc. 
116 Nassau Street New York City 


HAIRSPRINGS 








OFFICES FOR RENT IN 
National Jewelers Board of Trade Bldg. 


22 West 48th Street, New York City 
Small and larger units of desirable space, with north 
light ready for immediate occupancy. 


DE WITT, SMITH & BATZLE, Managing Agents 
37 Wall Street, New York City 





Phone Whitehall 4-3833 



























May & Malone, Inc., have filed a vol- 
untary petition in bankruptcy. 

Harry Atz and Michael Atz, formerly 
of Atz Bros., have organized a specialty 
sales company with headquarters on the 
11th floor of the Heyworth building. 

Ed. Brooks, well known to the trade 
of the Middle West, now represents the 
E, I. Franklin & Co. and left recently for 
a trip from Cincinnati west. 

Jones & Piermattei, watchmakers and 
supply dealers, have removed from room 
1103 to room 1116 of the Heyworth build- 
ing and added a special order crystal de- 
partment. 

The American Silver Co., has moved 
its ofices from the seventh floor of the 
Silversmiths building, where it was lo- 
cated for years, to the fourth floor of the 
same building. 

George Dahlman and Howard Seebeck, 
manufacturers’ representatives, have 
moved their office from the Heyworth 
building to the Silversmiths’ building. 

Louis Swartz, who recently purchased 
the cases and office fixtures of Atz Bros., 
has removed to the quarters formerly 
occupied by Atz Bros. on the eighth floor 
of the Heyworth building. 

Fred G. Perry, factory superintendent 
of Geo. H. Fuller & Sons Co., Pawtucket, 
R. I, made a business trip to this section 
during May and while in Chicago as- 
sisted in the remodeling of the Chicago 
offices at 29 E. Madison St. 

James Stewart, for many years asso- 
ciated with the C. H. Knights-Thearle 
Co. and with that division of the A. C. 
Becken Co. since the consolidation, is 
now associated with Buss-Linthicum- 
Thorson, wholesale watch distributors. 

Henry Boergerhoff, aged 71, father of 
George Boergerhoff, well known repre- 
sentative of Irons & Russell Co., died at 
his home on May 7, after a short illness 
of pneumonia. He is survived by his 
widow, two other sons and one daughter. 


Earl Stamm, well known watch sales- 
man for many years and for the past 
several years associated with Rettig- 
Stamm-Gruen, Inc., wholesale distribu- 
tors, has severed his connections with this 
company and is now associated with the 
Elgin National Watch Co. in the sales de- 
parement, assistant to Howard Schaeffer, 
vice-president, in charge of sales. 

“Billy” Lamb, special traveling repre- 
sentative of George H. Fuller & Son Co., 
returned to Chicago recently after an ab- 
sence of nearly nine months, during which 
he traveled over 12,000 miles. Accom- 
panied by his wife, the trip was made 
in an.automobile and was from Chicago 
to Maine, back across the country through 
Canada to the Pacific Coast, returning 
the southern route. 

Several removals were made in the 
Heyworth building during May by man- 
ufacturers representatives. Ed. Imhoff, 
of Ripley-Gowen Co., formerly R. & G. 
Co., moved from the 12th floor to suite 
1104. George Simmons, representing S. 
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CHICAGO: 


O. Bigney Co., moved from the 12th floor 
to room 1103. Alfred Moss, of the J. J. 
White Mfg. Co., moved from 1116 to 
1814, and Harry Rosenshield, Buffalo 
Jewel Case Co., and Emil Pick, Hammel- 
Riglander-Pennant Co., from the 17th to 
the 18th floor. 

The Golden Roosters of Chicago held 
their May frolic on the night of May 20 
at the Chez Louis, a well known night 
club located in a famous Gold Coast resi- 





PROPOSED DIAMOND EXHIBIT 


A diamond mine of the Kimberley, ‘fabulously 
rich area of South Africa, may be reproduced 
as a feature of Chicago’s 1933 World’s Fair, 
A Century of Progress Exposition. The ex- 
hibit it is proposed, will be housed on three 
floors of the Jewelry Pavilion of the General 
Exhibits Group. The Century of Progress 
Committee of the Chicago Jewelers’ Associa- 
tion is cooperating with officials of the 1933 
World’s Fair. 








dence at 120 Pearson St. The ballroom 
on the third floor was given over exclu- 
sively to the 100 members present and a 
most enjoyable time is reported. The 
dinner at 7 o’clock was very elaborate, 
during which and after those attending 
were royally entertained. Several candi- 
dates wege inducted into the secrets of 
the organization and following the for- 
mal neeting a large number remained 
to play cards. 

A. V. Eckman, Mildred Nelson and Al- 
bert Grossbacher are named as the in- 
corporators of the Western Watch Case 
Co. This company was incorporated un- 
der this name with the consent of the 
heirs of the late Max Meyer when they 
dissolved the incorporation of the West- 
ern Watch Case Mfg. Co. All of those 
associated with the new company were 
with the former company for more than 
20 years and Miss Nelson was secretary 
and assistant to Mr. Meyer for about 
that long. The policies of the old com- 
pany will be adhered to and in addition 
to watches and watch works they have 
added jewelry repairing. The offices of 
the new company are located in suite 806 
of the Heyworth building. 

An array of the finest modern time- 
pieces, together with several of the al- 
most human machines which made many 
of the minute parts that go into these 
timepieces, will be exhibited by the Elgin 
National Watch Co. in the Jewelers’ 
pavilion at the Century of Progress Ex- 
hibit here next year. The company Will 
also be represented by a display in the 
Hall of Time, a special exhibit designed 
to show the progress of timepieces down 
through the ages, from the knotted rope 
of the caveman to the small, beautiful 
wrist watches of the present. A screw 
machine which produces screws so tiny 
that 20,000 of them will go into a thimble, 
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Jewelry News Flashes from the 
Great Central West 


and when laid.on a piece of paper they 
look like gold dust, will be a source of 
marvel. 


Chicago Jewelers’ Association Selects 
Officers at Annual Meeting 


Cuicaco.—The annual business meeting 
of the Chicago Jewelers Association was 
held in conjunction with the regular 
monthly luncheon on May 18. 

The meeting was called to order by 
President A. C. Becken and reports were 
submitted by chairmen of various com- 
mittees. G. V. Dickinson, of the Century 
of Progress committee reported the prog- 
ress made so far on the special time ex- 
hibit and also on the proposed diamond 
exhibit. 

Mead Montgomery, of the golf com- 
mittee announced that the first golf outing 
will be held at Twin Oaks Club on June 
9. Harry Radix reported on the work 
done by the tax committee both locally 
and at Washington where he and Taylor 
Strawn represented the local organization. 

Mr. Dickinson, as chairman of the 
nominating committee then presented its 
report and the following were elected as 
officers for the ensuing year: President, 
A. C. Becken, Jr.; vice-president, Lou G. 
Russ; treasurer, Howard D. Schaeffer. 
Directors for the two year term: H. Paul 
Jurgens, F. N. Kreissl, Earl E. Mar- 
shall, F. H. Redmond. 


Samuel Bowley 


DeENveER, CoLo.—Samuel Bowley, an old 
and well known jeweler of Denver, as 
well as a former celebrated bicycle rider, 
passed away at the Presbyterian Hospital, 
May 10, after an operation. Mr. Bowley 
opened a jewelry store in Denver in 1894 
and for the last 30 years he operated 
business at 1626 Welton St. He was a 
native of England, 74 years old and came 
to this country in 1879. 

In his youth, Mr. Bowley was cele- 
brated as a bicycle rider and participated 
in ore of the first professional bicycle 
races ever held west of the Mississippi 
River on July 4, 1881, in Omaha. Since 
then until he became ill several weeks 
ago he had never missed taking a daily 
five mile ride on the bicycle. 

The remains were taken to Omaha, 
his former home, for burial. 


John Gow Evans 


CAMBRIDGE, Mp.—John Gow Evans, one 
of the leading jewelers on the Del-Mar- 
Va Peninsular, in business here since 
1910, died suddenly on May 26. 

Mr. Evans was amember of the Ma- 
sonic Order and prominent in fraternal 
and civic activities. Besides his widow 
and two sons he is survived by two 
sisters, Mrs. Charles D. Abbott and Mrs. 
S. P. Richardson, and one brother, Sam- 
uel C. Evans, all of Milford, Del. 
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THE 1932 V.T.F. MIFANS 


(FANCY SHAPED WATCH CRYSTALS) 





eo rener armen seaiiees ceo binmeenen 





KEY LETTER, INDICATING SHAPE 


This diagram 
illustrates the <me 
ease with which o MEE, 











you may now 
order the re- 
quired sizes of 
Lo WY, 24} oy 
Vz. T. F. Mifans. LENGTH . - WIDTH 
IN TENTHS OF A"Y%m IN TENTHS OF A "¥m. 





























a anheneiiminatinaens 


Jewelers throughout the country have heartily 
endorsed the new numbering system used in the 
1932 V. T. F. Mifan Catalog. If by chance you 
have not received one,a copy will be gladly sent 


on request. 
& & ‘ * oe 


It will be a profitable investment for you to stan- 
dardize on V.T.F. Mifans, as they are the ONLY 
companions to V. T. F. Round Glasses. 

ee e@ &@© @ @ 
You can build up a Mifan stock without a 
great outlay. Merely order refills from your 
jobber, either by the customary number used on 
other makes with instructions to send V. T. F. 
Mifans corresponding to numbers ordered, or by 
the new V. T. F. Mifan number. 

e °® & e® °® 
Your nearest jobber should be able to fill your 
Mifan requirements ... if not write for a list 
of those who can. 


..- AND .. no increase in price! 


$1-10 per dozen 


$2.00 for Military Shapes 





HAMMEL, RIGLANDER-PENNANT CORPORATION 


Exclusive Wholesale Distributors 
NEW YORK, U. S. A. 
































H. 1. A. Re-elects Officers 


Annual Meeting at Building of National Academy of Science and National Research Council, Wash- 
ington, D. C., Notable for Interesting Addresses and Discussions. 


WasuincTon, D. C., May 10.—The annual meeting 
of the Horological Institute of America which has just 
ended its sessions at the building of the National Academy 
of Science and National Research Council on Constitution 
Ave., proved one of the most interesting that has been 
held in years. Although the attendance was not very 
large, those present represented all classes affected by 
horological science from the watchmaker and manufac- 
turer of timepieces to the horologist and scientist. 

Much interest was shown in all the discussions and 
papers and satisfaction expressed that the Institute has 
been able to continue functioning without change though 
the budget has been curtailed to conform with the de- 
creased income. 

The Institute reelected on its Advisory Council, A. L. 
Barrows, R. E. Gould, W. H. Grafton, Carl W. Mit- 
man, C. A. Morgan, Stanley A. Pope, Paul Sollenberger, 
for a three year term and also elected Frank C. Beckwith 
and Henry Abbott to fill the vacancies caused by the 
death of the late Charles F. Miller and Edwin F. Lilley. 

Later the entire Advisory Council met and re-elected 
president E. H. Hufnagel; first vice-president William 
Ramsay; second vice-president, W. C. Donnelly; treas- 
urer, John J. Bowman; executive secretary, Paul Moore 
and corresponding secretary, R. E. Gould, and elected to 
the Executive Committee, Frank C. Beckwith, Jacques 
Le Roy, W. Calver Moore and T. Edgar Willson. 


SUNDAY NIGHT’S PRELIMINARY SESSION 


The members of the Advisory Council of the Institute 
held their first session last Sunday night at the Powhatan 
Hotel, discussing with the Examination Committee a 
number of additional questions that should be included 
in the list to be answered in the examinations for certified 
watchmakers. At the meeting President Hufnagel pre- 
sided and William Ramsay and Dr. Gould explained the 
various questions and answers that had been suggested. 


MONDAY MORNING SESSION ° 


The regular session began at 10 o'clock this morning 
at the beautiful home of the National Academy of Science 
and started with the address of President Hufnagel in 
which he called attention to the work of the Society of 
the past year, the fact that its income has been curtailed 
and told how the budget has been cut and work adjusted 
to meet the new conditions. He called attention to the 
increasing prestige of the institute and to the fact that 
the “certified” watchmaker merchant is meeting the de- 
pressed condition better than the average dealer. 

“Secretary Paul Moore made a brief, informal report, 
referring to the passing of Conrad Brotherly, Albert L. 
Brehm, Charles F. Miller, Edwin F. Lilley and Dean 
A. T. Westlake. All of these men were prominent in 
jewelry circles, two of them having been president of the 
American Retail Jewelers Association, and all had been 
actively interested in the Horological Institute, Messrs. 
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Lilley and Westlake having been at the organizing con- 
ferences. The Institute took action in a memorial reso- 
lution. 

In presenting the names of 10 applicants for member- 
ship, Mr. Moore said that quite a number of those who 
had been members for years had found themselves in 
financial straits so they could not at present pay dues, 
but many of these requested to have their names retained, 
saying they would make good on their dues just as soon as 
they were able to do so. 

Mr. Bowman’s report as treasurer showed receipts dur- 
ing the year of $2,010.83, which, with the balance a year 
ago of $754.46, made a total of $2,765 as against expendi- 
tures of $1,415.40, giving a cash balance on hand of 
$1,349.91. The endowment fund showed total assets of 
$14,123,57. It will be noted that it cost for the whole 
year less than $1,500 to conduct the Institute, less than 
the salary of a good stenographer in Washington. As 
secretary Moore pointed out, no organization of a trade 
affiliation had been carried on at so small an expense, and 
vet having the great aid of important national bureaus. 

Mr. Ramsay, chairman of the Certification Committee, 
reported the examining board had had six meetings and 
had passed on 116 papers, 132 pocket watches, 57 brace- 
let watches and 52 plates. Sixty-nine Junior and 39 Certi- 
fied Watchmaker certificates had been awarded. The 
committee sees definite signs of a better grade of work 
being done as a result of the work of the Institute. 

The Educational Committee’s report, read by its 
chairman, John J. Bowman, expressed the opinion that 
the reduction in the volume of watch repair work is little 
when compared with the average falling off in manufac- 
turing and merchandising business. The laying off of a 
considerable number of bench men was due to the fact 
that in many stores the proprietor had been trained at the 
bench, and with lessening sales, returns to the bench, 
laying off his watchmaker to cut down expenses. But 
this often results in these watchmakers starting small 
businesses of their own. One of the things, most clearly 
seen in times like these is the importance of proficiency. 
It is to be expected that when employers have to choose 
they will select the men who can “deliver the goods.” The 
leading schools, while hard hit by the depression still had 
been able to continue to maintain standards. 

The discussion on this report brought up the subject 
of cut prices in repairing of watches, the “racketeer” 
watch repairer and similar points on which various views 
were expressed. Many instances were cited as to how 
watches had been ruined by inexperienced or careless re- 
pairers and it was suggested that an educational campaign 
informing the public as to the effect of this watch tinker- 
ing be sponsored by the Institute in cooperation with the 
National Jewelers Publicity Association for the protection 
of both the trade and public. 

Mr. Ramsay then gave a talk upon the balance wheel 
and the necessity of properly poising the balance, explain- 
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A Business Getter 











People Who Pass Your Store 


wonder where they can dispose of their 
old gold, silver and platinum. Some 
may want CASH—yet, in many cases 
they will buy a new watch or some 
piece of jewelry. 


Encourage Them to Come In 


You can make friends and customers 
of them. 


This Neat, Attractive Sign 


placed in your. window is certain to 
bring in much NEW PROFITABLE 
BUSINESS. 


Your Sign Is Ready 


For valuable suggestions and details as 
to how you can procure one of these 
signs, forward your name and address, 
written hereon. 


THOMAS J. 
DEE & CO. 


Refiners 


295 E. Washington St. 
CHICAGO 


























BUYERS of. 


Gold -Silver -Platinum 
Scrap 


OR ANY MATERIAL IN WHICH 
THESE METALS ARE CONTAINED 
WITH AN HONEST RETURN 
AS PROMPTLY AS 
ACCURATE DETERMINATIONS 
PERMIT 





WE HAVE NO TRAVELING BUYERS, 
BE SURE SHIPMENTS ARE SENT DIRECT 


T. B. HAGSTOZ & SON 


709 SANSOM ST., PHILADELPHIA,. PA. 
Thirty-four Years of Refining Service 
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ing that even a cheap watch with a proper escapement and 
a balance properly poised could be made into a good time- 
keeper. He went into a technical discussion on the ways 
of poising the balance. . 

William H. Samelius talked upon the subject of the 
old watchmaker and his tools and invited a discussion on 
the question as to “whether modern machinery had tended 
to lessen the skill required to repair watches?” It was 
the consensus of opinion that today it required more skill 
than in the old days, to properly conduct watch re- 
pairing owing to the delicacy of the mechanism in the 
small watches and the fact that the public now is more 
educated to time accuracy, which it expects even in cheap 
watches. 

This was followed by a discussion as to the use of in- 
terchangeable parts which brought forth the opinion that 
the modern parts of a watch unlike the automobile do not 
fit exactly and a watchmaker’s skill is required to fit 
them properly particularly in replacing a part among 
other parts that are worn. ‘The difference between the 
watchmaker and the watch “racketeer” is here well 
brought out, said one of the speakers, as “the racketeer fits 
the watch to the material and not the material to the 
watch.” 

Just before the noon recess the Nominating Committee 
consisting of Messrs. Bowman, Willson and Donnelly 
were appointed to report at the afternoon session. 


AFTERNOON SESSION 


In the first part of the afternoon session the members 
of the Advisory Council as previously indicated were 
elected and resolutions were passed expressing the loss to 
the Institute in the deaths of Edwin F. Lilley, and also 
Charles F. Miller. 

Most of the remainder of the afternoon was taken up 
with addresses, the first speaker being Dr. N. H. Beck, 
Chief of the Division of Terrestrial Magnetism and Seis- 
mology of the United States Coast and Geodetic Survey 
whose subject was the “Use of Precise Time in the Re- 
cording of Earthquakes.” 

Dr. Heck’s discourse was illustrated with lantern slides 
of the earthquake regions and with diagrams. He ex- 
plained the instruments used in timing earthquakes but 
the members who attended were even more interested in 
what he said about earthquakes themselves as the large 
number of questions that were put to him at the end of 
the lecture clearly indicated. 

Another important address was that of Howard H. 
Beehler, technical expert of the Hamilton Watch Co., in 
which he told of the discovery of the metals invar and 
elinvar by Prof. Guillaume, their application to horology 
and the difference in the properties of mono-metallic bal- 
ances made of invar and the bi-metallic balances made of 
steel and other metals, as well as the differerice in the 
elasticity of the hairsprings of elinvar and the hairsprings 
of steel. He explained the use of these metals by his com- 
pany and how they were taking advantage of their 
peculiar properties, in perfecting the best watches. 

After a general discussion that covered many subjects, 
the meeting adjourned and the Advisory Council went 
into session and elected the officers for the ensuing year. 


EVENING SESSION 


This evening a lecture was given under the auspices of 
the Institute for the benefit of the public at the home of 
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the Academy of Science which was largely attended. 
This was the story of “Time Telling Through the Ages,” 
a lecture prepared by the National Jewelers Publicity 
Association and by Secretary Moore who delivered it. 
The lecture was illustrated with 118 slides showing the 
evolution of time recording from the prehistoric days up 
to the present with illustrations of the different forms of 
shadow recording, sun dials, hour glasses, clepsydra, etc., 
up through the evolution of the modern clock and watch. 





Lever Escapement 


Illustrated herewith is an enlarged model of a lever 
escapement recently completed by J. W. Jordan, Jr., 
Dunn, N. C. 

The balance wheel is made of brass with steel staff. 
The roller is brass with a steel jewel pin. The hair 
spring is made of round brass wire with brass stud and 
collet. Balance pivots run in sapphire hole jewels with 





Enlarged model of lever escapement. 


ruby caps mounted in brass settings and held securely in 
place by counter sunk steel screws. Pallet is of nickel 
alloy with hardened steel stones and steel staff. The 
escape wheel is brass and escape wheel and pallet bridges 
are of brass secured to the plate by brass screws, all hand 
made. The balance cock is of heavy brass with nickel 
regulator and brass curb pins. The hair spring is equipped 
with an overcoil and turns balance approximately 200 
turns per minute. 

The model is mounted on a thick brass plate and the 
main spring and train wheels are housed in by thin sheets 
of brass. For power the model is fitted with an eight day 
clock spring which operates the model about eight hours 
with one winding. 

The model is hand made except the main spring, hole 
and cap jewel. 





Certificates Granted Watchmakers 


WasHINGTON, D. C.— At a meeting of the Examin- 
ing Board of the Horological Institute of America, held 
in this city, on May 5, the following were granted watch- 
makers certificates: 


CERTIFIED WATCHMAKER 


Name Employed by Address 


Joseph Andrew A. F. Birkett Carbondale, Pa. 
Benjamin N. Edelman Self Pasadena, Cal. 
Glenn P. Heckert Self Massillon, Ohio 


Junior WATCHMAKER 


Manuel Adler-Stein Elgin School Newark, N. J. 
Alfred J. Gessler P. W. Wheadon Ft. Johnson, N. Y. 
Stanley C. Matson Elgin School St. Charles, Il. 
George Neher, Jr. Elgin School Eau Claire, Wis. 
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DICA CRUCIBLES 


For Melting Gold and Silver 
WITHOUT THE USE OF A FURNACE 


DICA Crucibles will save you time and money, 
Because they will give you quicker melts and cleaner 
castings, 
Because they are designed for easy pouring, best flame 
action and free draft, 
Because they last longer. 

Ask your dealer 


BINNEY & SMITH CO. 
41 East 42nd Street New York, N. Y. 
BINNEY & SMITH CO., 41 E. 42nd St., New York. 


We are interested in the Dica Crucible, so please send us more 
information. 
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Old GOLD 


Platinum 
Silver Articles 


ym NSN 
For CASH or Merchandise 


FREE SIGN 


brings in 


Old Gold 


and sells Jewelry 


This neat little sign will tell 
the people of your community 
that you will take in their 
discarded gold, platinum, and 
silver articles in exchange 





There’s Profit in Old Jewelry 


old gold, dentures, etc. 


Refine them yourself 
and realize the most! 


Refining the Hoke way is simple and 
economical and the equipment needed is 
not expensive. Easy to do in your own 
shop, or even in your home. The returns 
from your first refining often pay our 
small fee. 


Ask for our free booklet R. C. 


Jewelers’ Technical Advice Co. 


22 Albany Street, New York City 
Co-operating with Hoke, Inc. 


Hoke Instructions 
are easy to 
follow. 





for cash or new jewelry. 


Don’t let this profitable busi- 
ness go to“House-to-House” 
purchasers. Clip the coupon 
below to your letterhead and 
mail it now. . . or include it 
with your next shipment of 
scrap. 


Your values returned if you are not 
satisfied and so notify us on receipt 
of our remittance. 


Hoover & STRONG, INC. 
119 W. Tupper St., Buffalo, N. Y. 


Golden Rule Refiners and 
Manufacturers Since 1912 


This attractive free sign meas- 
ures only 5%” wide by 9%” 
high. Printed in golden yellow 
and black, and equipped with 
easel. Takes up very little room 
in your window. 


MAIL THIS 
COUPON ..” 
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Buy American Made 


WATCH OIL 


Vve 


ins w/ 


BRACELET : 
IL. 


WATCH 
New Bedford) None @&¥Uing 
Mais 4 bite stn 


prepares a special oil for 


wrist watches 
ORDER from your JOBBER 
> els ‘ : 
= William F. Nye. Ine. 
New Bedford Mass. 
































WORKSHOP WOES € QUIERES. 


W hitening ivory. 


We would like to know if it is possible to whiten a 
carved ivory brooch. We put the brooch in ammonia 
and it turned green, and then we put it in vinegar which 
turned it brown. We shall appreciate any information 
which you may send us. (Question No. 4850) A. D. 
N. Co. 


Answer.—We do not believe that there is any method 
whatever possible to use for whitening the ivory brooch 
after the treatment which you have given it. After the 
ivory is stained, very likely indelibly, there is no re-agent 
of any description that will turn it white again. 


Crystal cement-cleaning solution. 
Please give me formula for making up an extra good 
transparent cement for glass and unbreakable watch 
crystals—something that will sure hold them—and not 
dry too quickly. 

Please give me formula for making up an honest to 
goodness watch cleaning solution, without the use of 
cyanide and non-explosive to dip the parts in to remove 
all grease and dirt, brighten the plates, wheels and 
pinions, in connection with rinsing and drying in hot 


sawdust. (Question No. 4851) C. M. L. 


Answer. There are many formule for making trans- 
parent glass cement, one of these is to dissolve celluoid in 
acetone. This cement is excellent for unbreakable watch 
crystals and is fairly good for glass. Water glass thinned 
down slightly with some water is also fairly good. There 
are many good cements on the market which you can ob- 
tain from the supply houses, some of which no doubt 
would be superior to the above. 

In regard to watch cleaning solutions that do not con- 
tain cyanide, we do not believe that you will find any- 
thing that is superior or even as good as cyanide. The 
removal of tarnish (which is a sulphur deposit) with the 
use of cyanide is strictly a chemical reaction and there is 
nothing that will answer the purpose quite as well. The 
non-explosive that you mention is very likely carbon tetra- 
chloride. We do not believe that it is any better for re- 
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moving grease than benzene or gasoline, but the fact that 
it is non-explosive makes it a safe solution to use. The 
proper procedure in cleaning your watches is to remove 
the grease first, dry the parts and then dip in the cyanide 
solution. After removing from the cyanide solution then 
rinse in soap water thoroughly and scrub well with a 
brush, then rinse in cold water, hot water, alcohol and 
dry in hot sawdust. 

This is a brief outline of the method that the writer 
uses and we do not believe it can be improved upon. 


Watch cleaning fluid. 


Please send to us your personal recommendation for a 
fluid that in your opinion is most successful, and satis- 
factory over a long period of time, to use in the cleaning 
of watch parts. What is your opinion of an article on 
the market under the name Re-New? We are anxious 
to use the most effective cleaning and refinishing solution, 
but do not wish to use anything that might prove harmful 
to the metal if used frequently. (Question No. 4852) 
J. C. L. & Co. 


Answer.—We do not believe that the patented clean- 
ing fluids that are on the market are very much superior 
than is the methed given in our question No. 4277. 
Most of these solutions contain some ammonia or cyanide 
and while they may do the work fairly well they are 
sometimes dangerous to use as we are ignorant of the 
ingredients used in them. You will note that we recom- 
mend the use of cyanide dip which is used to remove 
tarnish. There is no solution of any description that will 
remove tarnish any better or more completely than the 
cyanide. But of course they must be scrubbed thoroughly 
with soap and water to remove all traces of the cyanide 
and rinsed as directed. You will find that this method 
is cheaper and also much better than any of your patented 
solutions. 





Dick Goodale is now engaged in business for himself, 
having opened a jewelry store at Broad St., Camden, 
S. C. He also does a watch repair business at that 
address. 
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Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all answers 
will be directed care The Jewelers’ 
Circular. 

In answering ads, do not enclose origi- 
nal letters of recommendations, send 
duplicates. 

To avoid unnecessary correspondence 
mention your location in the advertise- 
ment. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 75c. for first 
25 words, 5c. for each additional 
word; minimum charge, 75c. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort 
7392, New York. 





OPTOMETRIST, registered Connecticut, 
desires position. Address ‘‘A., 7909,’’ 
care Jewelers’ Circular. 





JEWELER, diamond setter and engraver, 
experienced; first class work. Address 
A. Herrera, 208 W. 85th St., New York. 





WATCHMAKER, PLAIN ENGRAVER, 
clock and light jewelry repairing; A-1 
reference; 20 years’ experience. Ad- 
dress “J., 7887,” care Jewelers’ Circular. 





OPTOMETRIST, Connecticut license, can 
assist with watch work and engraving. 
= “C., 7910," care Jewelers’ Cir- 
cular. 





CERTIFIED WATCHMAKER, all makes 
and sizes; go anywhere; single; all 
tools; best reference; 20 years’ experi- 
ence. L. R. Bryant, N. Reading, Mass. 





WATCHMAKER (Dane), age 43, last 20 
years with leading New York watch 
house; best references. B. Sondergard, 
363 Morningside Ave., Cliffside, N. J 


BOOKKEEPER, TYPIST, 10 years’ watch 
and jewelry experience ; complete 
charge. Address “D., 7962,” care Jewel- 
ers’ Circular. 





JEWELER, ENGRAVER, clock and 
watchmaker, 20 years’ experience; 
American; best references. Address 


R., 7980,” care Jewelers’ Circular. 





WATCHMAKER, JEWELER, clock re- 
pairer, salesman; excellent references 
for character and ability. J. Carroll 
Monmonier, Catonville, Md. 





WATCHMAKER, skilled mechanic, used 
to finest workmanship on Swiss and 
American watches; salary or percent- 
age; New York. Address ‘‘M., 7454,”’ 
care Jewelers’ Circular. 





HEAD WATCHMAKER, active, reliable, 
close timing, for 11 years in full charge 
of repair department; good references; 
New York City. Address ‘“‘K., 7453,’’ 
care Jewelers’ Circular. : 





JEWELER, DIAMOND SETTER, en- 
graver, 47 years’ old, married, wishes 
steady position; best references. Ad- 
dress ‘‘M., 7894,” care Jewelers’ Circular. 





YOUNG, SINGLE MAN, 28, wishes posi- 
tion as watchmaker, jeweler, stone set- 
ter and engraver; will go anywhere 
and work reasonable. Robert Butaud, 
Abbeville, Louisiana, 





DESIGNER AND MODELER with modern 
ideas of high grade platinum jewelry, 
desires a position with a reliable con- 
cern; best references. Address “J., 
7882,” care Jewelers’ Circular. 





YOUNG MAN, 24, neat appearing desires 
position with wholesale or retail con- 
cern, anywhere; five years’ experience ; 
best references. Address “P., 7897,’ 
care Jewelers’ Circular. 





YOUNG LADY, eight years’ experience 
in jobbing jewelry line, desires posi- 
tion as order and repair clerk. Ad- 
= “E., 7912,” care Jewelers’ Cir- 
cular. 





FIRST CLASS watchmaker, jeweler, en- 
graver, diamond setter and salesman; 
26 years’ experience; best references. 
Roger W. Clay, 4047 Herschel Ave., 
Dallas, Texas. 





COMBINATION watchmaker, jeweler, 
engraver, setter, 18 years’ experience; 
can take full charge of shop. If you 
have the work write ‘“L., 7922,’’ care 
Jewelers’ Circular. 





WATCHMAKER, 18 years’ experience, 
wishes position either salary or com- 
mission. Address Frank Abernethy, 
The Plaza Apt., 1929 7th Ave. N., Bir- 
mingham, Ala. 





EXPERT WATCHMAKER and salesman, 
capable of taking charge; 10 years’ ex- 
perience; age 31; can furnish best of 
reference. Address “R., 7937,’ care 
Jewelers’ Circular. 





WATCHMAKER, SALESMAN, 15 years’ 
experience, best references, wants place ; 
do ring sizing, plain engraving. Address 
“Watchmaker,” 124 South Twentieth 
St., Decatur, Illinois. 





YOUR DAILY RECEIPTS are bound to 
increase through my ability as sales- 
man in your store. Address “S., 7947,” 

care Jewelers’ Circular. 





DON’T LOSE SALES because of poor 
repelling windows. For results address 
“Window Trimmer,” 7945,’ care Jewel- 
ers’ Circular. 


_———— 

WATCHMAKER, 22 years’ experien 
specialist on wrist and railroad watches: 
salesman and window trimmer; best of 
references. Address “X., 7956,” ¢a, 
Jewelers’ Circular. — 





Ls 


VALUABLE INFORMATION on how to 
dress your windows effectively is now 
available through a skilled craftsman 
Address “Window Trimmer, 7945,” care 
Jewelers’ Circular. 





————L 


HONEST YOUTH, 22, willing worker 
seeks position with a reputable whole- 
sale or retail concern; references: ex. 
perienced. Address “T., 7949,” ' care 
Jewelers’ Circular. 








A-1 WATCHMAKER, 18 years’ experi- 
ence, will take permanent or temporary 
job; have managed jewelry shop for 
seven years. Hobe Campbell, West 
Lafayette, Ind. 





ALL AROUND jewelry repair man, as- 
sistant watchmaker and clockmaker, 
also do setting and wait on trade; will 
go anywhere. Address “P., 7978,’ care 
Jewelers’ Circular. 








WATCHMAKER, 25 years as bench man 
in first class store, desires change; age 
44; all tools; Texas or Southwest; best 
references. Address “J. S., 7964,” care 
Jewelers’ Circular. 





BOOKKEEPER STENOGRAPHER, young 
lady with two years’ experience, precious 
stone house; capable of taking charge 
of small office. Address “T., 7983,” 
care Jewelers’ Circular. ‘ 





DIAMOND MAN, 32; excellent references; 
16 years’ experience; desires anything 
honorable; $1,500; adaptable, willing, 
industrious. Joseph Hunt, 237 East 
36th St., New York. 





SALESMAN, 18 years’ Southern territory, 
has following, wishes to represent good 
concern, jewelry or high grade novelties ; 
A-1 references. Address “A., 7960,’ 
care Jewelers’ Circular. 





YOUNG MAN, neat appearing, desires 
position as assistant watchmaker, clock- 
maker, engraver; four years’ store, 
bench experience. E. A. Steen, 3 Water 
St., Middletown, Pa. 





HIGH GRADE WATCHMAKER, fine 
work on bracelet or large watches ; good 
salesman; good appearance ; references; 
percentage basis or salary. “‘Watch- 
maker,” 36-18, 29th St., Astoria, L. I. 





YOUNG MAN, age 22, would like to con- 
nect with retail jeweler; seven years’ 
experience in jewelry line; Al refer- 
ence. Address “Y., 7988,” care Jewel- 
ers’, Circular. 





EXPERT JEWELRY POLISHER, lapper, 
colorer, experienced on gold and plati- 
num mountings, wishes position with re- 
liable firm. Saul Bodarky, 774 Mott 
Ave., Bronx, New York. 





Al WATCHMAKER, 17 years’ experience 
on high grade watches, desires perma- 
nent position; can furnish best refer- 
ences. A. Kleinberg, 333 Roebling St., 
Brooklyn, N. Y. 





ENGRAVER, first class general letter 
and monogram, also heraldry, wishes 
position with first class firm; best refer- 
ences. Address ‘“X., 7987,’ care Jewel- 
ers’ Circular. 



























New Dimes Fiancée Pattern in Sterling Silverware 


The Richard Dimes Co., Boston, Mass., is introducing the 
new “Fiancée” pattern in flat and hollow sterling silverware. 
It is designed to harmonize with any style of home, and is 
a heavy-weight pattern finished according to Dimes standards 
and is priced with sufficient margin for necessary profit to 
retailers. It is the sort of sterling silver that will appeal 
to the high-class retailer. 


New Watch Glass Catalog Issued by Hammel, Riglander- 
Pennant Corp. 


The new 1932 catalog of V.T.F. Mifan products in fancy 
shaped watch glasses for wrist, bracelet and pocket watches 
which has just been circulated by Hammel, Riglander-Pennant 
Corp., 209-211 W. 14th St., will undoubtedly prove a most 
important, auxilliary to the watch repair department of every 
jeweler into whose hands it may come. Approximately 1640 
different Mifans are illustrated of various shapes for every 
type of watch and watchcase offered to the jewelry trade within 
the 56 pages of the catalog and these will cover nearly every 
type of watch and watchcase offered to the jewelry trade, for 
they will fit over 2720 watchcases as in many instances the 
same glass will fit several types of cases. 


Illinois Watch Co. Offers New Watch in Sterling 
Silver Case 
The Illinois Watch Co. recently announced a new low con- 
sumer price in a quality watch. The new watches intro- 
duced to the trade during the early part of May are the quality 
15-jewel Illinois movements in an attractive case of sterling 


MERCHANDISE MARKET 


silver. The Wadsworth Watch Case Co. manufactured the 
cases and will guarantee them against loss of color and 
tarnish. Arthur Wadsworth ‘is especially enthusiastic con- 
cerning the perfection of these precious metal cases. It is 
understood he has taken steps to patent the alloy used, which 
gives the sterling silver case permanency and stability. J. L. 
Keenan, sales manager of the Illinois Watch Co., states that 
jewelers now have a quality watch in a precious metal case 
which competes in price with those watches that have been 
encased’ in nondescript cases. The lower consumer price will 
interest the retail jeweler. 


Unusual Values in Stem-Ware and Sterling by the 
International Silver Co. 


The International Silver Co. has furnished its dealers with 
an exceedingly attractive line of stem-ware, possessing great 
merchandising possibilities. An interesting development in this 
effort to promote goblet business has been the unexpected 
consumer acceptance in New England and the mid-West sec- 
tions heretofore regarded as rather barren markets for this 
type of stem-ware. The sale of these items has been un- 
precedented in the history of the goblet business of the company. 

International Sterling has undertaken for the first time in 
the history of the sterling silver industry, a nation-wide pro- 
motion of sterling flatware. The sale is of strictly limited 
duration to stimulate quick action and avoid the destruction 
of other stock values, an inherent evil of the ordinary sale. 
The patterns are nationally famous designs. “Minuet” and 
“Wedgwood” Sets are so composed as to stimulate an early 
fill-in business and build for future sales at regular prices. 
One unit, or set, includes hollowware, which is also note- 
worthy, being the first time that hollowware and flatware have 
ever been aggressively merchandised together. 





Wholesale Jewelers Hold Convention 
(From page 57) 

will talk on the tax situation and answer questions, while 
if there is time it is hoped there will be general discussions 
on other subjects, including memorandum, shipments, 
terms, service charges, missionary salesmen, etc. 

Tomorrow afternoon will be devoted to routine busi- 
ness, including the beginning of the treasurer’s report, the 
presentation of the report on overhead expense, the report 
of the Resolutions Committee, Nominating Committee 
and the election of officers. It is also hoped there will be 
time for discussions on several subjects, including those 
relating to “small orders,” “manufacturers’ competition,” 
“demands for unwarranted service by customers,” and 
similar topics. 





Albert Weiler 


GrEENWooD, Miuss.—Albert Weiler, head of A. 
Weiler & Co., long established jewelry firm of this city, 
died recently at the age of 77 years. Funeral was held 
from the late home on W. Market St. 

Mr. Weiler was born in Cincinnati, Ohio. In his 
early years he traveled throughout the south as a jewelry 
salesman. It was in 1902 that he established the present 
business. He was active in civic affairs and contributed 
much to development of his community. 

He is survived by his widow, a son and a daughter. 
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Ohio Convention Plans 


CLEVELAND, Ou10.—The annual convention of Ohio 
Retail Jewelers’ Association at Cedar Point, July 12, 13 
and 14, will be known as the Jewelers’ Clinic. Acting on 
the theory that the proper way to treat an illness is to 
remove the cause, the jewelry industry will be, for the 
first time, X-rayed. 

A group of specialists will impartially diagnose troubles 
and suggest remedies. Among the speakers will be lawyers, 
store designers, insurance adjusters, accounting experts, 
competitors and stylists. 

A smoker the night of July 12 is reserved for an in- 
formal discussion by authorities, of the retail-wholesale 
problem. 





Herman G. Briggs 


Herman G. Briggs, jewelry auctioneer, who was well 
and favorably known in the industry, died May 2. Mr. 
Briggs was formerly of the firm of Briggs & Dodd, later 
Briggs & Reid and recently Briggs & Faussett. 

He was born in Howell, Mich., his father having been 
a jeweler there for more than 40 years. 

He leaves three children, Morris, Lawrence and Mrs. 
Eleanor Baldwin and his widow, Mrs. Jennie Briggs. 

He began his career as an auctioneer as a boy and 
always followed that profession. Interment took place 


at Howell, Mich. 
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onsistently 
Advertised Products Are Dependable! 


Paging through this magazine you recognize the 
advertisements of many familiar products. They 


are as old reliable friends, tried and true, extend- 


ing you greetings. 


You have already used many of these products. 
From experience you have learned that they are 
dependable. Advertisements concerning them ring 
true. You have confidence in their ability to per- 


form economically and profitably. 


Your old friends are still advertising because 


they want to retain your valuable confidence. 


Read these advertisements carefully. It is to your 


advantage to do so. 


Progressive manufactuzers ace advertising dependable products 


Copyright 1932, Rogers & Gano Advertising Agency of Texas 





